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MEDART 
POWER 
TRANSMISSIO?F 
& 
SPECIAI 
EQUIPMENT 


The Goods_— 


Plus Service— 


GETS THE ORDER 


Industrial distributors get orders for maintenance or 
new equipment when they sell the Medart line of 
Power Transmission Equipment — backed by more 
than half a century's experience. plus improvements 
to meet today’s conditions . . . Medart Distributors 
find the Medart service and distributor policy 
profitable. 


Write regarding your sales area 
O - 


The Medart Company . 3510 DeKalb St., St. Louis, Mo; 
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— Inspection 
| 


Me TIMES no less than seventy- 
five operations enter into the 
manufacture of a Nicholson File. 
After the major operations such as 
forging, annealing, grinding, cutting 
and tempering, Nicholson Files are 
carefully inspected by men thoroughly 
trained for their work. 


There is also an independent inspec- 
tion of Nicholson Files by men not 
connected with the actual manufac- 
turing processes and who are respon- 
sible only to the Factory Manager of 
the Nicholson File Company. 





Independent inspection is an impor- 
tant factor in the uniform quality of 


Nicholson Files. 


This advertisement is typical of the adver- 
tising which appears regularly to your 
trade, helping you to sell Nicholson Files. 





NICHOLSON FILE COMPANY 


Providence, R.1., U. S.A. 






Nicholson Service 
Engineers will be 
glad to discuss the 
uses of files in your 
plant. A note to us 


will bring a Service 
Engineer to your 
office on one of 
his regular trips 
feinto your territory. 





A FILE “FOR EVERY PURPOSE ™ 
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ALBERT E. PAXTON 
Editor 


James A. CHANNON 
Associate Editor 


Henry W. Younc 
Pacific Coast Representative 


A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4— ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


A. M. Morris, General Manager. 
V 


CHICAGO OFFICE 
520 N. Michigan Ave 


NEW YORK OFFICE 
330 W. 42nd St. 


CLEVELAND OFFICE 
Guardian Building 


Mill Supplies is in its 
twenty-second year of serv- 


ice to the mill supply field 
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. 
this stuffing-box | — 
holds lots of 
packing”... 


Showing the generous quantity of packing held by the extra deep stuffing box of a Fig. 106-A Valve. 


Even the stuffing box 


exceeds your customer’s expectation 














j A Jenkins Fig. 106-A Standard money-saving possibilities of these 
Fic 106 -A Bronze Globe Valve is the valve and other Fig. 106-A superiorities. 
? that sells itself. Examine it closely, : 
inspect it critically, and you will find | Remember,—you can get this out- 
that each part, every detail of con- standing valve value in globe, angle, 
struction exceeds your expectations cross and check patterns. For de- 
EXTRA DEEP —and vour customer’s. tails of design and construction 
ae _S Serene Sam ; write for illustrated Bulletin 141. 
CONTACT WITH Consider the stuffing box. This is niacin 
BONNET ONE-PIECE ; ng F ; JENKINS BROS. 
SCREW-OVER deeper and more efficient than ever. 00 Wine de. tee ak 0 4s eae 
BONNET It is the deepest stuffing box of any Pract deageh my beak gy. oe 
- Bridgeport, Conn.; 524 Atlantic Avenue, Boston, 
SLIP-ON standard bronze valve. It holds an Mass.; 133 No. Seventh St., Philadelphia, Pa.; 
STAY-ON JENKINS 






| DISC HOLDER RENEWABLE 


JENKINS VALVES ARE ALWAYS 


extra large quantity of packing. It 
makes possible an absolutely leak- 
proof joint around the spindle. 


Be sure to emphasize this advan- 
tage to your customer. Also point 
out the strong, sturdy one-piece 
screw-over bonnet, the handy slip- 
on stay-on disc holder, the extra 
long spindle that keeps the threads 
out of the packing. Explain the 


joven 


646 Washington Blvd., Chicago, Ill.; JENKINS 

BROS., Limited, Montreal, Canada; London, Eng. 

Factories: Bridgeport, Conn.; Elizabeth, N. J.; 
Montreal, Canada. 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


MARKED WITH THE “DIAMOND” 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR OCTOBER 


HAT is the trend of business in the 

industrial supply field? What _ per- 

centage of normal are distributors’ 
sales now? How do sales of individual dis- 
tributors shape up with those of other sup- 
ply houses, both nationally and locally? 

These are some of the important ques- 
tions which Mill Supplies’ sales indicator, 
established this month, will answer. As the 
indicator on this page shows, industrial sup- 
ply sales for October were 44.3% of normal. 
Normal designated as 100, is based on the 
average monthly sales during the years 
1923, 1924 and 1925, which are the ones 
most frequently used by the Federal Re- 
serve Board and the Department of Com- 
merce. 

This month’s sales indicator is based on 
reports of actual sales of industrial sup- 
plies for the month of October by more than 
100 representative industrial distributors 
throughout the country. As the months pass 
by, we hope and expect that many addi- 
tional distributors will add the weight of 


their sales figures to this 


sive list. 


already impres- 


Even though it will take some months be- 


fore a definite trend can be established, this 
sales indicator becomes of value immedi- 
ately. For example, it enables a distributor 


to compare his individual sales with those 
of other distributors both in his own terri- 
tory and nationally. Then, too, it permits 
a comparison of present business with the 
computed normal. 


However, as valuable as it already is, its 
importance will be greatly enhanced as time 
goes on. With the establishment of a trend, 
this sales indicator may well be used not 
only to measure individual and industry re- 
sults with normal, and previous months’ per- 
centages, but also to determine how the in- 
dustry as a whole is progressing in its efforts 
to procure a greater proportion of the coun- 
try’s total industrial supply business. 

Sales indicators for the North Atlantic, Southern, Middle 


Western, Western and Pacific Coast states will be found on 
page 28. 





Plan Now for a Profitable 1933 


Pertinent suggestions for increasin g 
profits during the coming year 


ITH a new year 

approaching and the 

full realization in 
every distributor’s mind that 
certain steps must be taken 
to increase his efficiency in 
order to capitalize on the 
gains he has made in the Jast 
three years due, in part at 
least, to economic conditions, 
the month of December 
offers an ideal time in which 
to place every phase of oper- 
ation under close scrutiny. 

Customarily, inventories 
are taken this month. There 
are many things to be learned 
from a careful study of in- 
ventory figures and purchase 
records. For example, an 
investigation to determine the 
turn-over rate, average in- 
vestment and return on in- 
vestment on various lines 
might prove instrumental in 
saving thousands of dollars 
within a year through the 
elimination of dead or slow- 
moving stocks. 

If investigation shows a 
line to be a slow-mover, there 
are several possible reasons 
for the situation, each of 
which should be carefully 
considered. First, the sales 
policy of the manufacturer 
may not be entirely satisfac- 
tory, with the result that the 
distributor may be bucking 
direct-selling and other un- 
fair competition. Further, 
the sales plan of the manu- 
facturer may be inadequate ; 
the territory to be covered 
too large or too small ; adver- 
tising backing insufficient, or 


proper instruction of distributors’ salesmen totally lack- 


ing or somewhat inefficient. 


Any one or all of the above inadequacies in the sales 
plan of a manufacturer can go far towards slowing up 
the turnover rate and steps should be taken now to 
change them. When business is booming and orders 
are piling up, the time necessary to investigate various 
lines for their fitness does not present itself. Now, how- 
ever, with recovery setting in, is the time for every 
distributor to put his stock in order to insure maximum 
sales and cooperation in the months to come. 
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Distributors should know the number of each 
kind of plants in their territories. 


Products should be care- 
fully analyzed from two 
viewpoints ; first, as to qual- 
ity and standing in compari- 
son with competitive prod- 
ucts and second, as to the 
market potential in the terri- 
tory covered. 

Salesmen’s reports and in- 
dividual investigations by 
executives will establish the 
facts concerning the quality 
and standing of a product. 
Determining the market po- 
tential of an item, however, 
requires considerable thought 
and work. The work in- 
volved, however, is of a 
double-edged value, in that, 
when completed, it can be 
used to form the basis for 
planned selling. 

A prime requisite in the 
determination of any prod- 
uct’s application to a dis- 
tributor’s territory is a 
proper listing, by the manu- 
facturer of that product, of 
its application in various 
classifications of industry. 
The distributor, knowing, as 
he does or should, the num- 
ber of each kind of plants in 
his territory, can then very 
easily determine whether or 
not sufficient prospects for 
that product exist to make 
its distribution worth while. 
Handy forms for the tabu- 
lating of such data, are in- 


cluded on this and the following page. These charts are 
a part of Mitt Suppties’ Market Determination Plan 
which was presented early in 1931. 

So much for economies which may be effected by a 
thorough study of stock purchases. Needless to say, 
the efficiency which would result from a careful investi- 
gation of all lines carried, with a view to determining 
their profit possibilities, would carry over in to the sales 
department. Salesmen, instead of being furnished with 
lines of non-cooperating manufacturers and others 
whose products are of inferior quality or doubtful appli- 
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PRODUCT APPLICATION CHART 


FOR MANUFACTURERS 
Gorsuean Mesmeiathans hehe Dl Co. 








SERVICE APPUCATIONS — (OENTIFY WITH GURE NUMBER OF PRODUCT # POSSELE, 
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Manufacturers should furnish distributors with data 
on the application of their products in specific types 
of plants. 


cation, would be asked to sell industrial supplies which 
have known applications in the plants of their 
and are of unquestioned quality. 

Much has been written about planned selling and, of 
course, its value is unquestioned. Perhaps, however, the 
very volume of words used to extol its advantages, has 
tended to create the impression that it is a complicated 
proposition. Actually, with the close study of manufac- 
turers’ lines a above as a framework, the 
efficient planning of sales effort becomes a very simple 
proposition. 


customers 


Planned selling calls for a close scrutiny of each cus 
tomer and prospect in a distributor’s territory. Pri- 
marily, each customer should be studied to determine 
whether or not his account is being handled at a profit 
or a loss. 

A study of this kind may reveal some startling figures 
A certain electrical supply distributor, for instance, 
found, on investigation that he had made a profit of 
$2,370,000 on all orders of $25 or over, but had suffered 
a loss of $755,000 on all anders of less than $25. The 
latter constituted 40% of all orders filled. 

A wholesale hardware house found, after careful 
analysis, that 45° of all orders were handled at a loss. 
This house determined that by dropping 925 of 2,086 
customers, volume would be decreased by only 10% 
net profit would be appreciably increased. 

Numerous manufacturers and distributors have dis- 
covered that approximately 80°%% of 
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their business 
1932 


comes from about 20% of their customers. A large 
percentage of the remaining 80% of customers was 
being sold at a loss. 

The above examples are cited to show what a thor- 
ough investigation of each account may reveal. Let us 
suppose that the distributor does make such a study 
and it is shown that 50% or 60% of his customers are 
being contacted at a loss. What can he do about it? The 
very nature of his function prevents him from dropping 
these accounts altogether. 

Two principal methods suggest themselves for pulling 
these red accounts into the black. The first is to reduce 
the sales expense charged to each account until the 
present volume can be handled at a profit. The second 
is to increase the volume until the gross profit yield is 
greater than the chargeable expense. 
much money. 


Sales calls cost so 
It is possible for the sales manager to 
determine just how much direct expense should be 
charged to each account. Perhaps some accounts should 
be handled by mail or telephone with a call every three 
months or so. Perhaps a full explanation to customers 
of order-handling costs will be instrumental in encourag- 
ing the grouping of orders so that they can be made 
to show a profit. At all odds, sales managers should 
know the exact status of each account and should 
attempt to make the sales effort on it consistent with the 
available business. 
The last phrase, “ 


available business” (Turn to page 54) 
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A suggested form for compiling accurate information 
on the supply needs of users. 








BRUSHES 


ickle the Sales Imagination 


There are so many brush applications and so 

many ways of approaching the subject that a 

salesman need never fear for lack of real sales 
, ammunition 


By ARTHUR MARWEDEL 


C. W. Marwedel, San Francisco 


ROM the view- 
point of sales, 
industrial 
brushes present a 
problem that, to say 
the least, is intriguing. 
The field for their ap- 
plication is so varied 
and the opportunities 
so abundant to hang 
the sales talk on things 
that are out of the line 
of purely mechanical 
solicitation, that the 
sales manager and the 
distributor’s salesmen 
need never be at a loss 
for ammunition. For 
example, why does 
rainy weather make 
for the sale of more 
brushes? For the sim- 
ple reason that rain 
spells moisture and 
moisture spells rust, 
and rust on metal 
work can, in the ma- 
jority of cases, best be 
removed by brushes 
of one type or an- 
other. Without going into embarrassing details, other 
than to say that it was somewhat “unusual,” we had a 
very rainy spring this year. All of our salesmen were 
posted to go after brush business to keep down rust. 
They entered into it with enthusiasm, and until the old 
California sunshine once more put a curb on this kind 
of solicitation, sales went to a very gratifying point. 
One of the fundamentals in selling this type of tool, 
for such it may be called, is to select the proper brush 
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“TI like this package idea,” says Floor Manager E. “Skeets” 
Martin, “and our salesmen do, too.” 


for the purpose to 
which it will be put. 
3efore industrial 
brushes came _ into 
such common use as 
they are at present, 
much harm was done 
and much repeat busi- 
ness lost because 
brushes were sold in- 
discriminately. Now it 
happens that brushes 
are almost tools of 
“precision.” A brush 
of any old size of steel 
wire will not do. To 
select a brush with ex- 
actly the right size of 
wire to do a given 
class of work is just 
as important as to se- 
lect a grinding wheel 
with the proper size 
of grain. 

For that reason, our 
salesmen are not en- 
couraged to go too far 
in exercising their 
own judgment as to 
the specifications for a 
brush to do work with which they are not familiar 
through past experience, and where the customer is not 
informed as to exactly what he requires. In all such 
cases, all the data concerning the application are secured 
and the problem put up to the manufacturer. If there 
is not a stock brush available to do the job with 100% 
efficiency, then a special one is made up for this cus- 
tomer. We feel, and our men feel, that something that 
could be “made to do” is not good enough. Fortunately, 
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our supplier is in sym- 
pathy with this policy, 
and we are constantly 
putting through orders 
for special brushes, 
many of which nat- 
urally become more or 
less standard for these 
particular operations. 

So far has this gone 
with us, that we have 
had our salesmen 
make extensive field 
investigations with the 
sole object in view of 
gathering information 
on every kind of a 
brush application they 
could locate. When a 
great number of the 
out - of - the - ordinary 
brush problems had 
been sent to the manu- 
facturer, the answers 
that were returned 
were naturally, many 
of them, translated 
into orders. Of course, 
the special brushes 
that are made up are 
not stocked, but a rec- 
ord is kept of all of 
them, and the specifi- 
cations, so that we can 
order immediately for 
the customer. These 
specials run into odd 
widths as well as odd 
sizes of wire, for width to perform a certain operation 
may become a factor of “ 
of wire. 


precision” just as may the size 


Our line is a complete one, consisting of rotary and 
hand steel brushes, brass wire and “Tampico” brushes. 
Basic sections are stocked in diameters of from 2 to 15 
inches, by inch graduations, with about three arbor sizes 
to each diameter and three to four different diameters 
of wire, both in steel and brass. The metal-center type 
with adapters are stocked in 4- to 15-inch diameters, 
also with three or four sizes of wire. Lead center 
brushes with very fine diameter wires are stocked in 
2- to 6-inch diameters. Altogether, | presume there are 
approximately 200 stock items in this line. 


NE feature of this line which is very practical from 

the stock-keeping standpoint and is also a good sell- 
ing point, is the placing of each individual brush in a neat 
carton with a label showing its size and the size of wires. 
In other words, it is attractive box merchandise and as 
such a great deal more acceptable to the average cus- 
tomer. 

Getting back to the specific sales opportunities, as said 
before, there are innumerable ways in which direct cam- 
paigns can be put on to stimulate trade. As an example, 
when the fleet was here, we found that a particular type 
of brush was used for cleaning torpedo tubes. Also, 
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Cleaning Metal Frames of Skylights. 





Cleaning Metal Tanks. 


You can take your customer up on the roof of your store and in three minutes show him 

at least three applications of the cup type of brush alone. When it is considered that there 

are 200 or 300 types, sizes and kinds of steel, brass and “Tampico” brushes, rotary and 

hand, a salesman does not have to scratch his head to find new angles on every call from 
which to approach the sale. 


rotary cup brushes are used to clean paint and the 
checkered floor plates. We got up a special letter to the 
machinist mates and those in charge of purchases ask- 
ing them to visit our store and enclosing taxicab tickets 
for their transportation. This was followed by a second 
letter, enclosing a circular on brushes. Quite a number 
came and we had the opportunity to talk brushes with 
them. And we did not forget to send a third letter 
when the fleet was about to depart, asking them to radio 
in their orders for brushes to our San Francisco head- 
quarters. 

The above example is not cited because very many 
distributors can have the United States fleet stop at 
their doors, but it goes to show how possible it is to 
capitalize on out-of-the-ordinary situations and condi- 
tions and turn them into brush business opportunities. 
Just recently, we sent out a letter into a territory not 
contacted by our salesmen. With it went a brush cir- 
cular and a return post card calling for a free trial of 
a brush. Six per cent returns were received from this 
mailing, which, considering the times, seemed to us to be 
excellent, especially in view of the nature of the terri- 
tory into which the letter went. This, it seems to us, 
indicates that there is a growing interest on the part 
of industries generally in brush applications and that a 
sizeable market awaits the wide awake distributor. 








A Buyers Observation of 


istributors 


Sales Tactics 


Mr. Keskey tells here some of the things he has learned 
about industrial supply salesmen from his nine years’ 
experience in dealing with them 


By W. E. KESKEY 
Buyer, Nash Motors Company, 
Kenosha, Wisconsin 


FTER nine years being con- ||| 
A tacted by industrial distrib- 
utors’ salesmen, I can think 
of a good many things to say in 
favor of their methods and only a 
few against. Knowing many of 
them personally as I do, it is my 
feeling that they would prefer to 
have me spotlight their weaknesses 
rather than compliment their strong 
points. And since the latter far 
outnumber the former, it will save 
their time as well as mine to em- 
phasize only these points. 
Order-taking still seems to be the 
most common fault of the supply 
salesman. As an example, let me 
tell you about the German lad who 
called on me for three or four 
years without getting an order. He 














W. E. KESKEY 


take a week off some time and plow 
through that catalog, do you? Gott- 
lieb, you’re a nice fellow and I like 
you, but I’m giving our business to 
salesmen who carry samples, know 
their lines and fit them to our needs. 
Sure, I know you carry files, taps 
and dies, reamers, mops and so on. 
3ut what make are they? Do you 
have the exclusive on any items? 
Why are your lines superior to 
competitive ones? Why don’t you 
tell me about these things? From 
now on, why don’t you study the 
items in your catalog which you 
think should interest us? Then, on 
each visit carry a sample and tell 
me why you think Nash Motors 
should buy from you. On your next 
visit suppose you bring in an an- 





represented an old, established in- = 





vil!” I suggested a heavy item just 





dustrial supply house with a repu- 
tation for quality, service, and fair 
dealing. From all outward appearances, and from the 
clock-like regularity of his calls, all of us here in the 
office considered him an upright, conscientious hard- 
working individual; but his entire stock-in-trade was, 
“Have you got for me an order today?” His sales talk 
never varied from one visit to the next. It wasn’t long 
before everyone had privately dubbed him, “Have-you- 
got-for-me-an-order-today?” And so the weeks ran 
into months and the months into years, until one day. 
I said, “Gottlieb, what are you selling?” 

“Vot?” he asked puzzled. 

“What does your house carry?” I repeated. 

“T don’t understand vot you mean, Mr. Keskey.” 

“Your lines, Gottlieb, what lines do you sell?” By 
this time, I was getting mad. 

“Don’t you have our catalog?” he finally asked in 
surprise. 

“Of course I do, but you don’t think I’m going to 


to see if he had the wherewithal. 
Sure enough, next week he came 
in with a sales talk on anvils and carried a sample with 
him. From that time on, he has been getting a share 
of our business. 

Of course, my first duty is to Nash Motors, but all 
things being equal, it is easy to favor the man who does 
not have the same “line” for all of his customers, but 
who studies the individual requirements of each user 
and is not afraid to do a little physical work. You would 
be surprised if I were to tell you how few salesmen do 
either of these things. 

Then there is the matter of quotations. Every six 
months we send out an inquiry list to about eight of the 
local accredited mill supply houses. Perhaps only five 
sets of quotations will come back. Of these five, it often 
happens that prices will be identical. Obviously, it is just 
a toss-up as to which house gets the business. Yet, as 
Napoleon put it, “In affairs of magnitude, I have learned 
that, in the last resort, everything invariably turns upon 
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a trifle.” The trifles in this case just 
referred to are two. First, we are influ- 
enced by the manner in which the quota- 
tions are presented. One house may list 
“files,” price so much. Another house will 
say “Anderson rigid inspection files, price 
so much.” If the brands mentioned are su- 
perior, we will naturally lean to the house 
which has presented the most detailed infor- 
mation on its quotations. Of the five sup- 
pliers who fill out the inquiry sheet, perhaps 
only one will follow it up with a personal 
call and if his prices are right and his quo- 
tations specific, you may be sure he gets 
the business. 


T may or may not surprise you to know 
that oftentimes when a house loses every 
item on the list, it will fail to quote again. 
Last year, for example, we received quo- 
tations from an old established house. The 
quotations were high on all but two items. 











Power Transmission Supplies 


Ball Bearings 
Speed Reducers 
Gears 

Shafting 
Hangers 
Pulleys 

Pillow blocks 


Materials Handling Equip- 


ment 
Trolleys 
Monorail parts 
Chain and electric hoists 
Wheelbarrows 


Packing and Shipping Sup- 


plies 
Nails 
Stencils and supplies 


What Nash Buys from Distributors 


Machinery and Equipment 
Metal working machinery 
Woodworking machinery 
Metal shop furniture 
Shelving 


Portable electric tools 


Mechanical Rubber Goods 
Packing 
Diaphram sheets 


Maintenance Supplies 
Brooms 
Brushes 
Cans 
Bolts 
Nuts 
Safety equipment 
Blow torches 


= Aas: P Furnaces 
The next year it did not bother to reply to Production Tools for Ma- Safety switches 
our inquiry. Later, an officer of the com- . — Use Picks 
. . 1 

pany came in and wanted to know why his seen Shovels 

- : é - d Reamers Ladders 
company wasn’t getting any of our busi- Hack saws Scaffolding 
ness! I was glad of the opportunity to tell Band saws 
him. This house, like many othe E: Saw blades . 

hou % k iny others, was so il Pa 

accustomed to selling small accounts that it bona Rope 

° ° . ° 1es 
failed to change its tactics when it went Circular saws Cordage and twine 
after large industrial business. It was not Milling cutters bat 
used to selling on a highly competitive basis. Hobbing cutters Pole 7” 
In fact, its whole attitude was one of con- Key seating and grooving tools Plates 

; x age f i ' Brushes ‘ 
descension in even bothering to quote! Not Bars 
only that, but it seemed to know our re- Mechanics’ Hand Tools Rods 
quirements better than we did. It tried to Saws —e 


: Steam specialtie 
sell us what it had, not what we wanted or Hammers é — 

; ate Wrenches Pipe and fittings 
needed. It had revised the familiar slogan to Witkes Industrial chemicals 


read, “The customer is always wrong.” 
Now, this might not have been so bad if the 


company had clothed its remarks with ee 


plenty of diplomacy. However, it appar- 
ently did not know the meaning of the word 
diplomacy. 

After contracts are let, the distributor occasionally 
becomes lax and closes the door to future business. I 
remember one year we tested several brands of hack- 
saw blades and found one particular brand was best for 
our purposes. Accordingly, we contracted for a year’s 
supply. Toward the middle of the year, one of the fore- 
men came in to the office and said, “We're having a lot 
of trouble with these new hack-saw blades. I thought 
we were going to use the ‘So-and-So’ brand exclusively.” 

The distributor had substituted without telling us 
about it. If he had telephoned and told us he was in a 
jam and would have to substitute until a new shipment 
came in, we would probably have told him to go ahead. 
As it was, we cancelled the contract, and purchased our 
blades from another source. 

I don’t want to write denouement here and end this 
harangue on a sour note, so I should like to tell you 
about two distributors who, if there were a national 
award for the best service of the year similar to that 
presented to the best movie actor of the year, would 
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have had to split the medal. The first house does not 
waste the buyer’s time by sending out “Gottlieb” sales- 
men. It has trained men, specializing on certain lines. 
For example, it has four men calling on me. One sells 
general supplies, another cutting tools, a third, electric 
tools, and a fourth, machinery and equipment. No doubt 
the cost of such service is high, but in our case, at least, 
the business justifies it. 

The other outstanding distributor specializes on the 
highest grade valves, and salesmen, incidentally, on the 
market. I remember the first time one of his men called. 
Right at the start I told him his valves were too ex- 
pensive; that we did not need $100.00 valves where 
$25.00 ones would do just as well. Now, the ordinary 
salesmen would have realized that I meant what I said 
and gone on to a more likely prospect. But not this fel- 
low. He asked permission to go out in the plant. There 
he convinced us that the average life of the valve we 
were using was six months, whereas his would last in- 
definitely ; and instead of costly repairs or a replacement 
job plus labor charges every (Continued on page 52) 
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Who Is Your Competitor? 


«Mos T distributors in answering 
the question asked in the heading of this article will 
probably think immediately of other concerns in the 
same line of business. In a sense, of course, it is true 
that distributors operating in the same territory are 
competitors, yet as Mr. Clark points out so clearly here, 
the real competition comes not from within the industry 
itself, but rather from outside sources 


HEN it comes to 
consideration as to 
who is one’s com- 


petitor, the natural tendency 
is to think immediately of 
the companies in your own 
particular line of business. As a matter of fact, how- 
ever, nothing could be further from the truth. Other 
distributors are the best friends we have for the very 
logical reason that their ambitions and interests are iden- 
tical with ours. This holds true whether they are located 
in our own immediate territory or in other parts of 
the country. 

let me illustrate. Picture in your mind for a moment, 











The greatest guarantee of business 
security any distributor has is the 
fact that there are other firms in the 
same line of business fighting for the 
same principles 











a river which flows down to a fork and then divides and 
then visualize the main river as being the source from 
which all of our prospects and orders come. One fork 
represents manufacturers’ agents and _ direct-selling 
manufacturers ; the other represents the stream of orders 
flowing into the distributor’s channel. In attempting to 
make as many as possible of the orders flow to us, it is 
plain that, while other distributors take up room in our 
channel, they help increase its size by their coopera- 
tive efforts to bring all business through the distributor. 
In other words, the men we have been calling competi- 
tors are really co-distributors. 

Every dollar of business any of us distributors receives 
really benefits our entire industry because that dollar 
has been spent passing through the only channel in which 
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By WENDELL H. CLARK 


Vice-President, Samuel Harris and Company, 
Chicago 


we can survive. On the con- 
trary, every dollar that 
flows down the other fork 
is spent outside of our 
channel, one in which none 
of us can exist. Therefore, 
all such business is lost to our industry because not one 
of us received any benefits from it. When you stop to 
consider that in accordance with the finding of the Joint 
Merchandising Committee, less than 36 cents out of 
every dollar spent for industrial supplies and equipment 
goes through distributors, I think you will agree with 
me that our greatest opportunity for progress lies in 
combining our efforts to whittle away at the 64 cents 
out of each dollar which is now going to sources outside 
our industry. Such procedure, it seems to me, offers 
greater promise than continuing to fight among our- 
selves as we have in the past, with'our eyes glued only 
on the 36 cents, which after all is the small end of 
the stick. 

It can be said truthfully that the fellows we com- 
monly refer to as competitors, but whom we ought to 
consider as co-distributors, make it possible for each of 
us to survive. Here in Chicago, we are most fortunate 
in the fact that we have at least 12 industrial distribu- 
tors. I do not doubt but that each one of us at times 
has thought what a wonderful place Chicago would be 
for a distributor, if his own firm were the only one here. 
[ would venture to say that if there was but one dis- 
tributor, he would only last about two years, for the 
simple reason that he would not be able to withstand the 
severe price competition of 3 or 4 file manufacturers, 8 
or 10 hack saw blade manufacturers, 6 or 7 tap and drill 
manufacturers, not to name countless others, who would 
not be able to secure a distributor outlet, and who would 
therefore have to sell direct. The greatest guarantee 
any distributor has is the fact that there are other firms 
in the same line of business fighting for the same prin- 
ciples and providing distribution outlets to other manu- 
facturers. 

American business is fast coming to a realization of 
the fact that competition today is not so much between 
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individuals within an industry as it is between groups 
of industries. Thus, in the mill supply industry a dis- 
tributor need not fear competition from other distribu- 
tors but rather should look out for the dangerous 
competition which comes from other sources, such as 
direct-selling manufactures and manufacturers’ agents. 
Because of this new thinking in regard to competition, 
strong associations within industries have sprung up. 
The mill supply industry has made great strides along 
these lines in the last few years, but as yet only a founda- 
tion has been laid. 

The biggest obstacle to overcome in our industry is 
that of getting distributors of the country as a whole, 











When you represent a manufac- 
turer, you must find out his national 
sales policy, not merely his local one 











regardless of location, to co-operate so that a united 
front may be presented. It is absolutely necessary, for 
example, that distributors, located outside of the big 
distributing areas such as New York and Chicago realize 


that until they help the distributors in these highly com- 
petitive territories solve their problems, it will be impos- 
sible to clean up the industry as a whole. This is very 
important because the “white angel” manufacturer to 
you may be the “black demon” in such territories. When 
you represent a manufacturer, you must find out his 
national sales policy, not merely his local one. The 
satisfactory solution of any problem facing our indus- 











The satisfactory solution of any 
problem facing our industry will 
have to come as a result of our pre- 
senting a united front 











try will have to come as a result of our presenting 
a united front. 

The sooner we remove from our minds the belief 
that our fellow distributors are competitors and look 
on them rather as co-distributors, the sooner we, as an 
industry, will be able to make headway in our efforts 
to procure a more equitable percentage of the potential 
industrial supply and equipment business. 





“In attempting to make as many as possible of the orders flow to us, it is plain that, while other distributors take 
up room in our channel, they help increase its size.” 
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Is That Worthington 
‘Golf Course” ‘Tough 


“It’s a good thing I was on my game the other 
day at Worthington’s or I never would have 
broken 150,”’ says Jimmie «Hole-in-one’’ Chan- 
non. ‘And boy you know I had to be hot 
playing with a bunch of ‘hard-boiled P. A’s’ 
or I would have come home | 
without any clothes and an ex- 
pense account that looked like 
the war debt’’ f 


Cleveland, Ohio 
Dear Al: 


ELL, Al, I guess 
you’re surprised to 
see that | am now 


a golfer. On account of 
you've kept me so busy 







a eT LT. 


chasing census figures this 
year my exercise has been 
badly neglected. 

Well, I never thought I’d 
like a sissy game like golf 
but this course I played last 
week was the berries. I was 
walking along the street 
here along about 3:30 p. m. 
(1 had been working since 
8:00 a. m.) when I hap- 
pened to notice a crowd of 


all came over here to play our golf 
course.” 

“Golf course?” says I, looking 
around the joint and seeing nothing 
but the usual gadgets which you see 
in a supply house. 

“Yes, you dope. Do you see that 
sign over there?” 

Sure enough, there was a great big 
sign which says in bold face letters, 
“George Worthington Company ‘Sin-thetic’ Golf Course.” 

Well, Al, you know me—good speller and all. Well, 
| was going to tell him that “Sin-thetic” shouldn’t have 
a hyphen in it but I decided to keep quiet, like always. 

And besides, these here purchasing guys were all so 
excited and yelling and shouting over being fitted out 
with golf bags and caps, you couldn’t hear yourself think. 

Well, gosh, here they were giving things away over 
there so I rushed over, not knocking over but two chairs. 
| guess I musta got right into the front rank because 
right away a bald-headed guy yells, “The first 10 men 
step into the elevator, please! Right this way.” 

On account of I was 
Vv right in front, I nearly got 
shoved clear through that 
elevator, but pretty soon it 
was full and started up. 
On the way this bald-head- 





guys go into the George 
Worthington Company. 


“Boy, can I play golf,” says Jimmie ‘I-made-it-in- 
Well, | knew Harry Rid- par” Channon. 
dle in there so I thought I’d 


better go in to see if he was getting pinched, or some- 
thing. Right inside the door who did [ find but Harry 
himself, all dressed up like he was going to a wedding. 
So L says to Harry, “Harry, what are all these guys 
rushing in here for, like it was a speakeasy ?” 

Harry bounced a swift kick off my shins and pulled 
me aside to whisper, “Say, you mutt, these guys are all 
members of the Cleveland Purchasing Agents’ Associa- 
tion. Do you see that big guy with the cheaters on over 
there—well, that’s Mr. Krause, the president of their 
local union and that bird standing next to him is Mr. 
Roach, the national president of the outfit. These people 





The guys in charge 
of the Worthington 
Course: Seated in the 











center is Prexy Gaehr; 
on his left is keeper 
of the nickels, Schul- 
lian; on his right, vice- 
prexy Hulburd; on the 
extreme left, C. Bleil, 
greenskeeper; on the 
extreme right, Harry 
Riddle, chairman of 
the membership com- 
mittee; standing on the 
left, D. Aitkin, caddy 
master; while on the 
right is Lou Weber, 
purchaser of the creep- 
ing bent. 


ed guy, who I guess was 
the caddy or something 
says, “ Now, gentlemen, we 
have left the first tee and 
this hole is 96 yards long 
as you'll see by looking at 
your cards.” 

Well, we got up to the 
fifth floor and the elevator 
stops on account of the 
roof was right there and 
we all dismounted. This 
caddy starts leading us up 
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and down aisles, explaining all the time about 

what was in this bin and on that shelf, until we 
had covered about 650 yards, which is always 
the distance you have to travel when a golf card 
says 96 yards. Well, Al, right in front of us 
was the fanciest display of safety ladders you 
ever saw. The caddy says this is the first green 
and the assistant caddy, who was a good-looking 
girl, told us all about the kind of safety ladders 
Worthington handled. 

She only talked a minute, though, which, you 
will have to admit, is very unusual for one of 
her gender, and then she gave each of us a nifty 
pipe wrench which the bald-headed caddy says 
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to put in our bags. 


Well, Al, we left the first green and I was 
or whatever and we 
loped after this here caddy guy over 10 or 12 
acres of floor space until we had played the first 
nine holes, which is half a golf course, Al. 

The holes on this nine were displays of stuff to take 
care of lawns, leather belt and belt dressing, hack-saw 
blades, taps and dies, electrical tools, paint brushes, 
grinding wheels and twist drills. 


only one over “boogey,” 


I was hitting them pretty well on this nine, Al. I then. 


sliced into a bin of pipe nipples on the sixth but the 
caddy pulled me out all right. I wasn’t even bruised. 


All around me _ these 
purchasing guys were say- 
ing, “Say, did you ever 
know they had so much 
different stuff in supply 
houses, George?” 

One bird remarks to me, 
“For the love of Mike, 
I’ve seen a hundred things 
already that I have been 
buying out of town and all 
the time here is a big stock 
right under my nose.” 

Well, Al, I did all right 
on the second nine through 
the mechanical rubber 
goods, paint and paint 
spraying equipment, and 
valves but on the thir- 
teenth I got into trouble, 
or thought I did. 

The caddy led us right 
into the president’s office 
and boy, Al, I figured 
here’s where we all get an- 
other cut but what did we 
find but all the officers of 
the Worthington Company 
lined up shaking hands 
with everybody and hand- 
ing out invitations to din- 
ner at the Cleveland Hotel. 
( Now, Al, that dinner item 
on my expense account is 
on account of I had to 
have a little snack in the 
afternoon, see.) Well, Mr. 
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This hole was sure a big attraction, having such 


a swell-looking assistant caddy in charge. 


Chester Conners looks like he’s about to go into 
a dance, probably because he had no difficulty 


in putting on this rubbery green. 








At the nineteenth hole. The game was over but the food and 
refreshments were just beginning. 


Gaehr and Mr. Hulburd and Mr. Schullian are all swell 
guys, Al. I was going to ask them about some subscrip- 


tions, but | saw Chester Conners of Goodrich right 
behind me and I figured that wouldn’t be so hot right 


rom there we sliced and hooked our way through 
wire and wire rope (Al, you should have seen the lady 


caddy on that hole) manila rope, elec- 
tric switches, auto tires and chains 
and pipe with a short stop at a little 
place they called hole number 181%. 

All this time our golf bags were 
getting heavier on account of every 
lady caddy gave us some kind of 
gadget or other. Did you notice that 
club that | am holding in my hand? 
When I got that they told me it was 
a “duffer’s friend” or something like 
that. 

Well, we came at last to the nine- 
teenth hole, which you and Arch are 
always talking about and sure enough, 
there were a hundred of these pur- 
chasing guys standing around trying 
to shake the rafters with “Sweet 
Adeline.” 

Finally, Harry Riddle, not being 
able to stand that racket any more 
yells, “Hey, you guys, let’s eat.” 
Well, Al, that $14.98 on my expense 
as that 
other humorist Pegler says, because I 
think these purchasing guys haven't 
eaten for a week, the way they near- 
ly tore my clothes off. 

Boy, did we have a feed and Harry 
gave away a whole flock of pipe 
wrenches and cuff links for prizes to 
those guys who had been the ‘“‘lucki- 
est” in guessing how many nails in a 
keg, how many items in stock and 
such like. I didn’t want any pipe 
wrench, anyway, on account of I am 


account is for “overcoatage’ 


so sure of (Continued on page 53) 


13 









HARLES H. HARDEN 
was born near Janesville, 
Wisconsin, in 1882, on 
one of those dairy farms for 
which southern Wisconsin is so 
famous. His schooling was ob- 
tained in that vicinity, his high 


W HO’S WHO 


CHARLES H. HARDEN 


President, Charles H. Harden and Company, 
Seattle, Washington 


Although he does not 
realize it, one of the 
great accomplishments 
of Billy Sunday’s ca- 
reer was when he made 


is to be able sometime to make 
three dollars and_ seventy-five 
cents a day? What a crazy fool 
you are.” 

“Right then and there,” says 
Harden, “the glories of a tool 











school course being completed in 
3elvidere, Illinois. 

3elvidere is the home of the 
National Sewing Machine Com- 
pany. Young Charles wanted a 
trade and decided upon tool mak- 
ing. He spent four long years in 
the sewing machine factory and 
learned it from the start, and 
then never spent five minutes actually working at it. 
One of those little things came up at the very end of his 
apprenticeship that in a moment changed the whole 
course of his life. Billy Sunday was the instrumentality 
that played upon his star of destiny and threw it clean 
out of its orbit. Sunday was not working upon his soul 
at the time, either. It came about in this way: 

Billy, who lived in those parts, had a way of getting 
around among people, studying them and making friends. 
One day he passed through the shop where Harden was 
working near to an elderly machinist with whiskers down 
to his middle. He paused a few moments and then sud- 
denly asked : 

“How much do you get for this work ?” 

The young apprentice swelled up and replied: “Oh I 
get a dollar a day already. Pretty soon I will be on my 
full time and then I will be getting a dollar and a half.” 

“What does that old man over there get?’ was the 
next question. 

With some awe, Harden explained that the old man 
Was a very experienced machinist and got the highest 
pay in the place, three dollars and seventy-five cents 
a day. 

Nothing more was said at the time, and Billy walked on. 

The next Sunday afternoon, Harden and a group of 
his young friends were hanging around the church organ 
loft (contrast this with present-day hangouts of voung 
bucks) when Billy walked in on them. He sat down on 
a box, planted his fists on his knees and whirling on 
Harden snapped out: 

“What are you doing down in that factory?” 


“Why, I am learning to be a tool maker. I have pretty 


nearly served my time already.” 
Throwing into his voice all the terrific intensity and 


scorn, for which he was noted, Sunday fairly shouted: 


“Do you mean to tell me that your whole ambition in life 
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a business man out of 
a “would-be” tool mak- 
er. This little sketch of 
Harden’s career tells 
how it all came about 


maker’s life faded right out of 
the picture for me. Very soon 
after that I packed up my things 
and beat it for Chicago, to take 
a business course in the Atha- 
neum Business College. Although 
I cannot boast of as many alma 
maters as Sid Woodbury, of 
whom you wrote a short time 
back, I'll bet our yell was as 
good as all four of his.” 

Provided now with one perfectly good machinists’ 
trade, unused, and a brand new business education and 
a few dollars in spare change, the city of Chicago did 
not seem to offer opportunity for the proper exploitation 
of all these accomplishments. “I got itchy feet,” ex- 
plained Harden, “and the great Pacific Northwest, I was 
convinced, was the place for me.” 

He went straight to Seattle, Washington, in 1904 and 
the first week got a job with the Hefferman Engine 
Works, doing general office work. The business college 
had prevailed over the tool room. 

Two years after this he made a change which consid- 
erably influenced his later activities. He obtained a posi- 
tion with the Gorham Rubber Company, in the office, 
later graduating into the sales department. This was 
one of the two large distributing companies in Seattle 
at the time, and Edward C. Garrett was the general man- 
ager, having the sales force under his personal super- 
vision. Garrett was one of those men having a born 
aptitude for training salesmen, and Harden says that 
he can never be appreciative enough of the splendid 
sales education that he received under that man. 

Following this came a switch to the Vulcan Iron 
Works, where he became city salesman. By that time 
Vulcan had become the largest supply house in the 

acific Northwest, handling a complete line, and for a 
period of three years he sold (Continued on page 54) 








This is the forty-fifth of a series of biog- 
raphies of outstanding distributors pub- 
lished by Mill Supplies. 7 
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66 
Au for one and one for all is the 
atmosphere that pervades the establishment of Charles H. Harden and 
Company. Here is the boss of that establishment, although if you were 
to go in there when he was around you would swear there was no 
boss. He is more like the stroke oar of a husky crew. They pull behind 
him like the devil was after them. 
DECEMBER, 1932 
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Closed Plants 


A plant may be shut down 
and still be a prospective cus- 
tomer for the immediate pur- 
chase of industrial supplies, 
as Ken Merrill points out in 
this article. Here’s a real sales 
suggestion. Hop to it 


Offer Sales Opportunities 


By K. G. MERRILL 


Vice-President, M. B. Skinner 
Company, South Bend, Indiana 


KCENTLY in Cincinnati an “employment drive” 
was conducted during which prominent business 
men were assigned a certain number of manufac- 

turing plants to call upon with the intention of scaring 
up jobs for idle workers. 

Many jobs were found, but a far more significant 
result was obtained. .\ market was discovered. It came 
about in this way: 

\ call was made on a fair sized manufacturing plant 
that had been shut down for two and a half years. 
The caller asked if any odd jobs could be provided in 
that plant, and the manufac- 
turer said, “No, the plant is 
shut down.” 

The caller then asked, 
“Would you mind taking me 
out into the plant?” 

The manufacturer’s answer 
was astounding as well as re- 
vealing. “No, | don’t mind, 
you know | haven't been out 
in the plant for two years my- 
self. I hate to look at those 
idle machines.” 

Well, they went out into the 
plant and a more depressing 
scene of desolation, deteriora- 
tions and decay could not be 
imagined, The roof had sagged 
in spots, letting in water. 
Dampness was everywhere. 
Pipe lines were rusted. Valves 
had corroded, pulleys cracked, 
bearings rusted, belting rotted 
and shafting sagged out of line. 

“Great Scott,” said the caller, 
“do you realize it is going to 
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Inactive plants may well be first-rate prospects for 

the immediate purchase of industrial supplies to 

be used in putting them in tip-top shape. Indus- 

trial users are becoming modernization-minded, so 

don’t ignore a plant entirely, even though it is not 
operating at the moment. 


take thousands of dollars to put this plant in shape so 
that it can be operated? Do you know that every day 
that goes by with this rust, deterioration, and decay 
unchecked is costing you hundreds of dollars? Ten or 
15 men put into this plant tomorrow sandpapering ma- 
chine bases and repainting them, repairing roofs, prop- 
ping up piers, puttying up the cracks in walls and 
painting them, spreading anti-rust compound over ex- 
posed metal surfaces, and otherwise bringing to a full 
stop this disasterous deterioration of equipment, will save 
you thousands of dollars, perhaps tens of thousands of 
dollars when the time comes 
for you to reopen this plant?” 

The manufacturer saw it 
that way and immediately put 
on 15 of his old men for the 
work outlined. 

Now, the point of this story 
as it applies to the industrial 
distributor is that this incident 
resulted in immediate purchase 
of a large quantity of paint, 
sandpaper, roofing, anti-rust 
compound, oil and other arti- 
cles. An industrial supply 
house got a large part of the 
business, too. 

In bringing this incident to 
the attention of those custom- 
ers of yours whose plants are 
idle, you are not only creating 
a vast market for supplies that 
you can sell at a profit, but 
you are also doing highly effec- 
tive and patriotic work in cre- 
ating immediate jobs for men 
who need them. 
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rush News 


For Industrial Distributors 





Published by The Osborn Manufacturing Co. 
( Adve 


erntisement) Copyright 1032 








be to get business- GOOD 
business! 
What will industry buyr How 


will distributors get that business? 


One thing is certain. Industry 


Osborn 


“Brush Conscious” Distributors 


must buy brushes. 


and their Salesmen know how 
to get that business. 


The Osborn Plan of Co-operation 





What of the Industrial Distributor 
in 1933? 


Rees big problem of 1933 will 


will continue to help them give a 
high standard of brush service that 
maintains customer satisfaction. 


The Stability and Policy of 
the makers of Osborn Brushes 
is of greater importance to 
“Brush Conscious” Distributors 


than ever before 


The timely review of The Osborn 
Plan 


contains 


on the following pages 


food for thought. 
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imely Review | 








For the Distributor Management 


Objective of the Osborn Plan: Vo bring Manufacturer and 


Kistributor together on a “Partnership” Basis to satisfactorily meet 











the brush needs of the Industrial User. 


Test of the Plan: Right through the fire of the past three vears, 
the Osborn Plan helped Distributors and their Salesmen make the most 


of their brush business. 


Strength of the Plan: \ solid foundation of more than 40 years 
of meeting the brush needs of industry supports The Osborn Plan. 


Osborn Brushes are PERFORMANCE Brushes assuring Lowest-lénd 





of-Service-Costs. That's what Industry wants. That’s what Osborn 


Distributors SELL. | 





iy; 


PUSH BROOMS 








FLOOR BRUSHES WINDOW BRUSHES BENCH-COUNTER UPRIGHT BASS 
DUSTERS BROOMS 
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— of The Osborn Plan 
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For the Distributor’s Salesmen 
Where to Sell Osborn Brushes: {very industrial plant is a 
prospect for one or more types of Osborn Brushes. (The Osborn line 
blankets practically every industrial brush requirement. ) 
How to Sell Osborn Brushes: ‘Vhe Osborn Vian Provides 


practical sales assistance for you. Usable sales data appears in the 
“Mill Supplies” magazine under the familiar name “Brush News”. The 


Osborn field representative helps vou when and where his assistance 





is needed. 


Repeat Business: ‘Vie PERFORMANCE of Osborn Brushes 
maintains the good will of users. This builds steady repeat business 


| for YOU! 








WIRE WHEEL FIBRE WHEEL PAINT AND VARNISH SCRATCH BRUSHES MISCELLANEOUS 
BRUSHES BRUSHES BRUSHES BRUSHES 
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Osborn Advertising im 


Wank pave the way 
for the Distributor's Salesmen 


Brush News | 


For Industrial Users 














HI practical, workable 





ufacturing Company 
sblished by The Osborn Manu 
— . Cleveland, Oh _ 





Osborn Plan is reflected 


in Osborn advertising. 


Sales Information is released 


each month in “Brush News 


for Industrial Distributors”. 





To pave the way for Distrib- 





utors’ Salesmen, convincing 


Osborn Brushes are Purchased on the Basis of 


“ul 
“On the Job Performance Osborn Brushes appear cach 


pr month in “Brush News for 


reasons for purchasing 


Industriat Users”. 


This is an example of the 


factors in The Osborn Plan 





Ine Osaoen Manuracronme COMPANY that co-ordinate the efforts 


of Osborn and “Brush Con- 


——— 0} te enema ie i ale a ; 
PRODUCTION BRUSHES SBO pascaypenpernentraan neon scious” Distributors to build 
FOR ALL REQUIREMENTS = [1h Mork of Better Brosh Serve , ! 

tented bigger brush business. 























THE OSBORN MANUFACTURING COMPANY 


This advertisement for December is representative of 5401 Hamilton Avenue - Cleveland, Ohio 


Osborn advertising directed to industrial users. Sales Offices 


New York - Detroit - Chicago - San Francisco 


SSBORS 
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How the 
Distributor Can Strengthen 











His Position 


\ ; TITHIN the 
past 60 days 
we have no- 

ticed a very decided 
trend on the part of 
industrial plants, 
both large and 
small, to put their 
houses in order for 
increased produc- 
tion. Our own vol- 
ume substantiates 
this trend. Total 
sales for October 
were 15% ahead of 
September, with in- 
dustrial sales show- 
ing a 60% increase. 
No doubt the in- 
dustrial distributor 
is also feeling this 
quickening of the 
heartbeat on the 
part of industry. I believe the distributor 
has a greater opportunity to strengthen 
his position as an important link in the 
manufacturer-user chain today than he 
has had within the past decade. Ten years 
ago when he sold an electric tool, for ex- 
ample, he considered the sale closed. To- 
day he knows that that tool has probably 
been obsolete for five years, and now is 
the time to make a replacement sale. In 
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By N. G. SYMONDS 


Vice-President in Charge of Sales 
Westinghouse Electric and Manufacturing Company 


other words, he ap- 
preciates that the 
repeat possibilities 
for tools and plant 
equipment have 
never been more op- 
portune than at the 
present time when a 
national program of 
rehabilitation is ac- 
tually in progress. 
This change in at- 
titude on the part of 
industrial buyers is 
due, I believe, to 
two factors. First, 
their orders have 
shown a steady in- 
crease during recent 
weeks; and second, 
bank credit is easing 
perceptibly. Bank- 
ers who a few 
months ago refused to make any loans 
whatsoever are now offering 30, 60, and 
even 90 days credit to soundly managed 
industrial companies which need capital 
for modernizing their plant equipment to 
meet increased production schedules. I sin- 
cerely believe that the industrial distrib- 
utor who falls in step with the national 
program for rehabilitation should receive 
a share of these contemplated purchases. 
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Modernization Program 1s 
Making Headway 
\ RECENT report from the national 


headquarters of the Committee on 

Industrial Rehabilitation shows that 
definite progress is being made. Already 
more than $70,875,000 for modernization 
purposes have been pledged by reporting 
companies, many of which are industrial 
leaders. 

Undoubtedly as the information concern- 
ing these extensive rehabilitation programs 
spreads and the work of the National Com- 
mittee takes hold more strongly, hundreds of 
other plants will see the necessity for putting 
their houses in order. 

This focusing of attention of industrial 
leaders on the need for modernizing now 
should furnish a tremendous sales impetus to 
wide-awake industrial distributors. For every 
bit of industrial supplies and equipment 
bought, there must be a seller and you can 
and should get a share of this business. 

The Committee is doing a great work in 
laying the groundwork for immediate sales. 
That's as far as it can go. Actually getting 
the customer on the dotted line is your job 
and it’s up to you to make the most of it. 


MK 


Misunderstandin g 
oe probably is 


the cause of more grief in business 

than any other one thing. Particu- 

larly does this hold true in the industrial sup- 
ply field. 

Too many manufacturers, for example, 

think of the distributor as a customer—some- 


one to whom they can sell—rather than as 
a part of their own sales organization and a 
powerful factor in the selling of their mer- 
chandise to the ultimate user. 

This lack of understanding on the part of 
many manufacturers breeds a feeling among 
them that the distributor at best can only be 
an order-taker and serve as a convenience out- 
let to take care of the “hurry-up” demands 
of users. 

Other manufacturers totally disregard the 
expenses a distributor must shoulder in order 
to operate his business. As a result of this 
misunderstanding, the gross margins offered 
the distributor on many lines are insufficient 
to cover the bare cost of doing business, let 
alone permit a reasonable profit. 

Still other manufacturers expect the dis 
tributor to stock and sell their lines even in 
the face of unfair competition from manu- 
facturers’ agents and often from them them- 
selves. Such manufacturers do not know the 
meaning of cooperation. 

But all the misunderstanding in our indus- 
try cannot be placed on the shoulders ot 
manufacturers. The distributor is guilty, too. 
How many times, for instance, will a distribu- 
tor hear of a price-cut on some item—per- 
haps through one of his salesmen who may 
have picked it up second or third hand—and 
immediately, without getting all the facts of 
the case, start a rumpus? 

How often will a distributor neglect to 
take full advantage of manufacturers’ spe- 
cialty men simply because he doesn’t under- 
stand how he can put them to profitable use? 

How frequently will a distributor take on 
a line without first finding out what his mar- 
ket is for it and what sort of a profit potential 
it promises? 

There are innumerable other instances of 
misunderstanding on the part of both dis 
tributor and manufacturer which could be 
listed here, but enough have been indicated 
to emphasize its seriousness. 

Eliminating, or at least minimizing, the 
bugbear of misunderstanding should not be 
difficult of attainment. All it takes is a lit 
tle patience and a little thought on the part 
of distributor and manufacturer alike. 

To illustrate how easily seemingly difficult 
and embarrassing situations can be straight- 
ened out, if the parties involved will but be 
open-minded and fair in their dealings, let us 
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refer to a recent case of misunderstanding 
between two prominent concerns, one a dis 
tributor, the other a manufacturer. 

This particular manufacturer had adver- 
tised a definite sales policy in the pages of 
Mixt Suppuiss which emphasized protection 
for and cooperation with legitimate dis- 
tributors. No sooner had the advertisement 
appeared than we received a letter from a 
well-known distributor taking exception to 


this published statement of policy and refer- | 


ring to a case in his own territory, which 
apparently ignored entirely points so clearly 
stated in the published policy. This letter 
was passed on to the manufacturer. 

Both distributor and manufacturer were 
frank. They laid their cards on the table. As 
the case developed, it was found that the 
cause of complaint was merely one of mis- 
understanding. A few straightforward let- 
ters and the whole matter was settled to the 
entire satisfaction of both parties. 

The distributor who opened this contro- 
versy is to be heartily congratulated. He be- 
lieved he had a just complaint and so rather 
than sit back smugly he took his case. 
through Mitt Suppuirs, to the manufac 
turer. How much better is such action than 
to harbor ill feeling and perhaps spread it to 
= thus pouring oil on a smouldering 

re. 

Frankness and fairness will go a long way 
toward eliminating many evils brought about 
largely by a lack of real understanding. 

“Know before you act,” is a slogan which 
all of us can well afford to follow. And even 
though you are sure you are right, give the 
other fellow a chance to state his case. He 
may be a human being, after all. 


XK 
Back to Work 


HE election is over. A new adminis. 
stration has been chosen to guide the 
destinies of this country for the next 
four years. Some of us may have been dis- 
appointed in the election; most of us, how- 
ever, as the voting showed, were not. 
There were many bear stories circulated 
during the recent campaign concerning the 
ill effects on business which would attain un- 
less one party or another were put in power. 
As a matter of fact, it doesn’t make any dif- 


ference which party holds the reins. Poli- 
tics and politicians are going to have little 
to do with the return of normal business 
conditions. That responsibility rests very 
largely on the shoulders of business men. 

Let’s quit just hoping for better business 
and get to work really creating it. 


YK 


New Year Pled ges 


ITH the new year almost here, it is 
W\ a good time to do some serious think- 
ing for the future. If your business 
in 1933 is to be a real improvement over 
1932, it will be so because you make it bet- 
ter, not because it just happened to pick up. 
In planning for 1933, there are a few 
pledges which, it seems to us, every distribu- 
tor should make to himself. Here they are: 
1. I shall study my market thoroughly, so 
as to know how many prospective customers 
there are in it. 
2. I shall find out to the best of my ability 
the actual requirements of my customers, so 


‘that I can serve them better. 


3. I shall see to it that my stock is well- 


balanced and adequate to serve my territory 
properly. 

4.1 shall adopt and live up to a buying 
policy which pledges support to manufac: 
turers whose national sales policy recognizes 
the distributor as the logical sales outlet for 
industrial supplies. 

3. I shall concentrate sales efforts on prof- 
itable items. 

6. I shall not expect profitable lines to 
carry unprofitable ones, but shall endeavor to 
make every item stand on its own. 

7. I shall stand up for fair prices. 

8. I shall make it a point to know my fel- 
low distributors better. 

9. I shall train my sales guns on the large 
volume of industrial supply business now go- 
ing through other channels. 

10. I shall operate on a balanced budget. 

11. I shall put the depression behind me 
and turn all my thoughts and energies to 
making the future business outlook brighter. 

In making these and any other promises 
which you deem necessary, see to it that they're 
not just idle gestures. It’s not the making of 
the pledges, but rather their fulfilment that 
will show up favorably in the balance sheet. 
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Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


other fields of distribution 


Practice New Selling Now 
N editorial in Electrical World 
points out that while the elec- 
trical industry is vitally interested in 
forwarding the national program of 
modernization and rehabilitation as 
a business opportunity, the very ef- 
fort put behind the movement will 
serve to educate salesmen in the form 
of selling which will be required in 
the future. 

The salesman who will succeed is 
he who sells upon the basis of meet- 
ing the economic need of his cus- 
tomer and this requires him to have 
an intimate knowledge of that cus- 
tomer’s business. 

Even if the electrical industry sells 
no modernization or rehabilitation at 
this time it will pay to try to do so 
if only for the experience which such 
effort will give to the salesmen of 
that industry. 

x * * 


Retail Druggists Prefer 
Wholesalers 
HOLESALERS are preferred 
to manufacturers as sources of 
supply by all of the retail druggists 
in the city of St. Louis reporting in 
the national Drug Store Survey. 

“Better service” was given as a 
reason for preferring to deal with 
wholesalers by 61.29% of the drug- 
gists; “less stock may be carried” 
was advanced as the most important 
consideration by 27.65%; “The 
wholesaler is essential to the retailer” 
by 4.61% and 645% gave other 
reasons. 

Indication of the lack of under- 
standing on the retailer’s part for the 
wholesaler’s problems is the answer 
given by the druggists to the ques- 
tion, “Can you suggest ways by 
which retail druggists could make 
less costly the function of wholesal- 
ing?” More than 80% of the drug- 
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gists answered “No.” The report 
points out the advantages which 
might be derived by a thorough un- 
derstanding of each other’s problems 
by both wholesaler and _ retailer. 
Further, it indicates nine ways by 
which the retail druggist could make 
less costly the function of wholesal- 
ing. Among them are suggestions 
for concentrating purchases, curtail- 
ing special orders, ordering in larger 
quantities. eliminating “call backs” 
by having orders ready at a given 
time, pay bills promptly, check mer- 
chandise when received, delay deliv- 
erymen as little as possible and re- 
duce returns by keeping merchandise 
sent by mistake if such merchandise 
can be used. 
x ok x 


Steel Distribution 

EPRESSIONS have come and 
gone, but the steel industry has 
always forged ahead again with re- 
newed vitality. Will history repeat 
itself or must steel adapt itself to 

permanently changed conditions 
John H. Van Deventer, editor, 
Iron Age, who delivered an address 
at the sixth annual open meeting of 
the Metallurgical Advisory Board to 
the Carnegie Institute of Technol- 
ogy at Pittsburgh, October 28, be- 
lieves that the steel industry entered 
an entirely new phase of its history 
as long ago as 1918 and that adjust- 
ment to that phase is the imperative 
need of the present time. The prog- 
ress of the industry, he declared, has 
followed an “S” curve—in its in- 
fancy creeping, in its expansion stage 
running, and its third, or present 
stage, walking. The quest for in- 
creasing volume, which characterized 
the second or expansion stage, was 
the natural outcome of a condition of 
rapidly increasing demand. But that 
period is ended and to be production- 

minded now is to be out-of-date. 


Distribution, he asserted, will com- 
mand the major attention of the in- 
dustry in coming years. Haphazard 
marketing of steel products will give 
way to carefully planned and thor- 
oughly organized merchandising. 
Wastes will be uncovered that are 
even larger than those which have 
been eliminated in production. Meth- 
ods will be devised to break down 
distribution costs so that unprofitable 
selling can be avoided and more in- 
telligent pricing can be effected. 
Markets will be resurveyed so that 
the altered relationships of consum- 
ing groups will be disclosed and the 
supremacy areas of different prod- 
ucts will be clearly defined. Tech- 
nical research will reinforce market 
research in fitting products to known 
needs and in finding needs for exist- 
ing producis, he pointed out. 


Distribution is no new catchword 
to which the industry will give tem- 
porary lip service. On the contrary, 
it calls for as systematic and thor- 
oughgoing a regimen of research, 
analysis and education as production. 
Scientific distribution, Mr. Van De- 
venter asserted, will mean shaking 
off the shackles of tradition; it will 
mean getting into an entirely new 
attitude of mind. It will mean pre- 
paring for a successful march across 
the Red Sea of adversity to the prom- 
ised land of profits. 


* * * 


Wholesale Hardware Overhead 


i pee and profit figures for 
1931, secured from 112 whole- 
salers in the hardware industry, in- 
dicate that the average overhead, not 
including interest on borrowed cap- 
ital, was 22.78%. With interest fig- 
ured in, the overhead was 26.47%. 
Average net loss was 5.08% as com- 


pared with an average net loss of 
1.09% in 1930. 
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DAY- STEEL 


PULLEYS 





WITH! DAYTON COG-BELTS 


THIS NEW LOW PRICED V-BELT DRIVE IS NOW 
IN A COMPLETE RANGE OF SIZES 


AVAILABLE 


New low levels in initial cost— 
lower maintenance costs—new high 
standards of performance—com- 
plete range of sizes. These are some 
of many advantages you can offer 
your customers with Day-Steel 
Pulleys, designed especially for use 
with the famous Dayton Cog-Belt. 
Here is a new and better pulley 
which is— 

—— 30% to 50% lower in price— 
offering tremendous savings in initial cost 
and in maintenance expense. 
—accurately formed from heavy-gauge 
pressed-steel, strongly welded both at the 
rim and at the web—assuring maximum 
strength and ruggedness with a substantial 
reduction in weight. 

—rigidly assembled with a hub of 
unique design— providing ¢rue run- 


ning and accurate balance. 
—finished in high quality 
aluminum—providing com- 
plete protection and outstand- 
ing appearance. 


NOW! 6 GROOVES 
—made with 1 to6 grooves 
—for all ratings of 71% h.p. 
and below —all speed ratios 
—all center distances. 


And to make sales still easier, these 
new Day-Steel Pulleys are individu- 
ally packaged, and include inter- 
changeable bushings for any size 
bore—the first time that drives have 
ever been offered in such a con- 
venient and attractive way. They will 





appeal to all who are 
interested in a drive 
which combines the 
qualities of economy, 
efficiency and attractive 
appearance. From every 
standpoint, there’s no 
drive to equal the new 
Day-Steel Pulleys used 
in connection with Dayton Cog- 
Belts ... an unusual opportunity 
for distributors. 

Why not get the complete propo- 
sition? We'll be glad to send it to 
you. Just ask for Bulletin No. 110-A, 
which gives all the facts. 


THE DAYTON RUBBER MANUFACTURING CO., Dayton, Ohio 


Factory Distributors in Principal Cities and all Westinghouse Electric and Mfg. Company Sales Offices 


D 
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COG-BELT DRIVES 
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R. F. C. Should Make Loans for 
Rehabilitation Purposes 
AY we make a suggestion in 
connection with this concerted 
movement for industrial Rehabilita- 
tion and Modernization ? 


It strikes us that L. H. Orr, in 
“Industrial Record” for November 
puts his finger on one of the main 
weaknesses in this drive. He says: 
“Hope of success, it would seem, de- 
pends on the success with which the 
committee meets in impressing manu- 
facturers . . with the danger 
that lurks in every out-of-date plant 

. No manufacturer who needs 
new equipment knows it better than 
himself. His failure to purchase 

. is not because of any doubt 
in his mind about the wisdom of so 
doing, but because such purchases 
necessitate making a capital invest- 
ment which is, for the moment, not 
warranted by business conditions.” 

In other words, many industrial 
executives fully realize that their 
equipment is down at the heel. No- 
body has to sell them on that. But it 
is going to be very difficult to con- 
vince most of them that they can do 
anything more than make a few ges- 
tures right now. 








Many of the bigger concerns have 
reserves into which they can dip. 
The natural supposition is, however, 
that most of those with considerable 
reserves have been keeping their 
plants pretty close to par, so far as 
physical equipment is concerned ; that 
many of them have been keeping 
somewhere near abreast of the last 
three years’ improvements in design. 

If that is anywhere near true, then 
it follows that by far the larger num- 
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Bditor, 

Mill Supplies, 

520 H. Michigan Ave., 
Chicago,I11. 


ber of manufacturers, and the very 
ones whose need for modernization is 
most extensive and acute, have little 
or no reserves to draw on for re- 
habilitation. What are they to do? 
If anything, they must borrow. 

Now, here is our suggestion, for 
whatever it may be worth: 

There can be little or no doubt 
that, if the reserveless industrials 
could be extended adequate credit 
on sufficiently favorable terms or 
could borrow enough money for 
thorough modernization, this rehabili- 
tation campaign would immediately 
gain much greater momentum. 

Cannot some way be found to ex- 
tend that credit; to take the one addi- 
tional step which seems to be neces- 
sary to make this rehabilitation drive 
mean much to those to whom it really 
is most vital ? 

The individual manufacturer or 
distributor of industrial equipment 
or supplies can extend comparatively 
little additional credit. But if the 
three associations in this field were 
to bring this aspect of the situation 
home to the Reconstruction Finance 
Corporation, perhaps we would get 
somewhere. 

The Reconstruction Finance Cor- 
poration is actually urging industrials 
and others to make applications for 
self-liquidating loans. Surely, money 
borrowed to put a plant into shape to 
meet competition under rigorous 
present and near future conditions 
ought to represent pretty sound self- 
liquidating loans. And even if 10% 
or 15% had to be written off ulti- 
mately, such a loss, in a good cause 
on the part of the national govern- 
ment, would be neither new nor very 
serious. 


If the resources of the Reconstruc- 
tion Finance Corporation, directly or 
through the banks, could have been 
tied in with or put behind the work 
of the National Committee on Indus- 
trial Rehabilitation, or could be now, 
the circle would be as nearly com- 
plete as possible. 

Unless some such bridge can be 
thrown across, the campaign will fail 
in large part, like a lot of other gov- 
ernmental or government inspired 
efforts, to seep down to those who 
are most acutely in need of it—C. E. 
Curtis, president, The Western Iron 
Stores Company, Milwaukee. 


* * * 


A Suggestion for Joint Mer- 

chandising Committee 

N considering plans for increas- 

ing the effectiveness of the Joint 
Merchandising Committee move- 
ment I should like to suggest the 
use of a talking motion picture so 
produced as to illustrate clearly the 
reasons why the mill supply dis- 
tributor is an economic necessity 
to industry. 

The first thing to think about in 
considering the production of a 
talking motion picture is the audi- 
ence which could be reached with 
it. 

So as to get some idea of the 
number and type of people who 
would be interested in seeing such 
a picture, let us list a few of the 
possibilities for showings: em- 
ployees of industrial supply organ- 
izations; purchasing agent associ- 
ations; foremen clubs; engineering 
societies; engineering and produc- 
tion clubs of large plants; plumb- 
ers’ clubs; electrician clubs; and 
civic clubs, such as Kiwanis, Ro- 
tarian and Lions. 

It is estimated that, with a min- 
imum of five prints and five pro- 
jectors it is easily possible with 
proper routing to reach an audi- 
ence of 250,000 within a year after 
the introduction of such a picture. 
A natural question which arises 
here is what would be the cost of 
reaching such a large number of 
people? Let us consider the facts. 
It is estimated that an outstanding 
picture could be produced, together 
with all necessary equipment for 
showing, at a maximum cost of 
$30,000. If an audience of 250,000 
interested people could be reached 
at a total (Continued on page 56) 
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In the Interests of Economy 
Standardize 


on 


MORSE 


I. the interests of econ- 
omy in selling, in handling, 
and in keeping a low in- 
ventory, it pays to stand- 
ardize on the complete 
Morse line, for by hand- 
linR, Morse Tools, you can 
eliminate the expense that 
the handling of several 
smaller, incomplete lines 
would cause. 


x 
a 
\ 
\ 


Morse covers the entire 
cutting and drilling field 
with a line of tools whose 
quality is unquestioned, 
and whose reputation has 
been built up by the recom- 
mendation of satisfied us- 
ers throughout the world. 

















MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD , MASS.,U.S.A. 
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North Atlantic States 


100 
The sales of distributors in this section, as a group, amounted to 49.1% of normal. This 
7s as rating is the highest enjoyed by any section of the country and is well above the national 
Indicator for October. The individual sales of several distributors in this section amounted 
50 to well over 60% of their normal. 





Southern States 


The Southern States Indicator reads 48.5%. Sales in this territory were notably uniform 
n 25 when considered on a percentage basis. Although percentages for some few houses ranged 
above 60% and those for a few more plumbed the depths in the twenties, the greatest 

50 majority were very near the average for the territory. 


Woo Middle Western States 


Featured by some staggering drops from the computed normal and some unusually good 
showings in the face of industrial conditions in this territory, the percentage for the total sales 
of the mid-western group, 38.5, lags behind both the East and the South. 


5 P=) 


Western States 
The distributors in this group, obviously suffering from a slacking off in the mining 


100 
Ne) By industries, mustered in October only 36.9% of the sales enjoyed during 1923-1925. Indi- 


vidual percentages of all cooperating firms were markedly uniform. 


Pacific Coast States 


Insufficient replies were received from this section to accurately depict October sales. 
Their lack of uniformity, varying as they do from less than 30% to over 100%, clearly 
points to the necessity for further figures before a reasonable Pacific Coast Indicator can 
be arrived at. Pacific Coast sales have been included in the national Indicator, however. 


Wy 
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This WILLIAMS’ 


SOCKET SET is designed 
for MASTER MECHANICS 


= 
& 
» Every millwright will find this 


special combination set of “Standard” and “Heavy 
Duty” SUPERSOCKETS ideal in industrial plants for 


the set-up and maintenance of all machinery. 


Twenty-one Double-Hex Sockets for all U.S. Std. Nuts, 
I t0 1”, and Cap Screws ¥% to 14%”, with two complete 
lines of 14 Handles and Parts — Standard pattern for 
Sockets up to %” Hex and Heavy Duty pattern for the 
larger sizes. The great variety of handle styles provides 
all desirable Socket Wrench combinations. 


Williams’ “ Supersocket” Set No. 55 meets a wide range of 
industrial requirements, as well as being an ideal Master 
Mechanic’s Set. Complete information on request. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
75 SPRING STREET EW YORK 


‘ 
WESTERN WAREHOUSE 
SALES OFFICE 
CHICAGO 


we sak 
<a oe) a ‘ WORKS 


BUFFALO, N. Y. 











Heavy ouTY && 

DOUBLE-HEX 

> JOSTANDARD SOCKETS = role 
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Buy from Your Distributor ee SUP ERSO CK ET a 
WRENCHES 























and ther salesmen 


KEEPING POSTED » » 


Newsy facts about industrial distributors 











The Cincinnati Meeting of the 
Joint Merchandising Committee 
At the meeting of the Joint Mer- 
chandising Committee held in Cincin- 
nati on November 12, it was decided 
that the work of the Committee 
should be carried on by the National, 
American and Southern Associations 
under the direction of a new execu- 
tive committee consisting of the As- 
sociation secretaries, George A. Fern- 
ley, R. K. Hanson and Alvin M. 
Smith and F. C. Hofacker who rep- 
resents the non-association sub- 
scribers. 

This executive committee is charged 
with full responsibility to carry on 
the original program of enhancing the 
distributor’s position in industry and 
is given full authority to perfect and 
direct the necessary organization to 
accomplish this purpose. 

The executive committee is like- 
wise responsible for the expenditure 
of the funds of the Committee, the 
only restriction being that it shall not 
appropriate any funds beyond those 
certified by the chairman of the 


Machinist Supply Company, Pittsburgh. 
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finance committee as being available. 

In his report, C. A. Channon, 
chairman of the finance committee 
stated that the total assets of the Joint 
Merchandising Commitee as of No- 
vember 10, 1932, were $35,549.38. 
Included in this total was cash 
amounting to $7,922.79. 

Present at the meeting were F. M. 
Archer, D. C. Jones, W. M. Given, 
H. E. Ruhf, H. F. Seymour, F. W. 
Glover, C. A. Channon, H. H. Kuhn, 
Horace Armstrong, F. J. Hofacker, 
G. A. Fernley, R. K. Hanson, A. M. 
Smith, and R. M. Gattshall. 

x * x 
Georgia Distributors Hold 
Meeting at Atlanta 

A zone meeting of the Southern 
Supply and Machinery Distributors 
Association was held at the Piedmont 
Hotel in Atlanta, Georgia, on Thurs- 
day, October 27. It was presided 
over by C. A. McAlister of the Tay- 
lor Iron Works and Supply Company 
of Macon, Georgia, who was chair- 
man of the group. Present at the 
meeting were not only the mill sup- 





Formerly ten men were required to handle pipe in the warehouse of the Standard 


With their present overhead crane and 


methods of handling the work is now done by three men. The company occupies the 
entire space in a six story building which was formerly used as a warehouse for dis- 
tilled liquors. Floors above the first are made from two by eight planks turned endwise. 


ply dealers of Atlanta, but a number 
of members of the Georgia Wholesale 
Hardware and Mill Supply Associ- 
ation who were invited to attend. 

In addition to the above, the presi- 
dent of the Southern Association, W. 
M. Given of Young and Vann Sup- 
ply Company, Birmingham, Ala- 
bama; secretary Alvin M. Smith of 
Richmond, Virginia ; the president of 
the American Association, H. F. 
Seymour of the Columbian Vise and 
Manufacturing Company, Cleveland, 
and several representative manufac- 
turers from different sections of the 
country were in attendance. The 
following cities in this group were 
represented in addition to those pres- 
ent from Atlanta: Macon, Georgia; 
Charlotte, North Carolina; Birming- 
ham, Alabama; Savannah, Georgia; 
Rome, Georgia; Columbus, Georgia; 
Athens, Georgia; Gainesville, 
Georgia. 

Interesting and instructive talks 
were made by the presidents of the 
American and Southern Associations 
and also by the secretary of the 
Southern Association. The principal 
address of the meeting was delivered 
by Ralph Gattshall of the Joint Mer- 
chandising Committee. Mr. Gatt- 
shall stated the objectives and accom- 
plishments of this committee and 
those present were appreciative of 
the opportunity of hearing him. 

A luncheon for all present was 
served and after luncheon group 
meetings covering several different 
products were held. 

Reports received by the chairman 
since the meeting indicate the intense 
interest which was taken by all pres- 
ent and the growth of a belief that 
meetings of this character will do 
much to cure some of the evils of 
the supply industry. 

x * * 


J. R. Long New Executive at 
Woodbury 
J. R. Long has been appointed as- 


sistant sales manager by Woodbury 
and Company, Portland, Oregon. 
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GOODYEAR 
RUBBER 
GOODS 


ARE IN 
DEMAND 


OODYEAR Mechanical Rubber Goods have an 
unequaled reputation in industry. Say “it’s 
Goodyear,” and no other endorsement is required. 
This reputation for excellence—for giving more 
efficient, longer-lived, more economical service — 
is the product of Goodyear manufacturing ideals 
and Goodyear industrial experience. It rests solidly 
on Goodyear’s ample investment in finding out 
where and why rubber serves better, and making 
Goodyear Rubber serve best of all. 

The result is a constant and growing demand for 
the scientifically engineered products that bear the 
Goodyear name — Goodyear COMPASS (Cord) 
Endless Belt, the new Goodyear THOR Belt, seam- 
less, Goodyear Emerald Cord Air Hose, Goodyear 
Emerald Cord Hy-Pressure Hose, and scores of 
other Goodyear developments and innovations in 
mechanical rubber goods. 

If you are interested in selling rubber goods that 
sell, you should investigate the advantages of the 
Goodyear franchise. Writetoday toGoodyear, Akron, 
Ohio, or Los Angeles, Calif., for full information. 











This is the new Goodyear 
COMPASS Cord Oil Well Belt 
DOUBLE — note two layers 


of drive cords 








Recent Goodyear develop- 
ments in Mechanical 


Rubber Goods 


The Goodyear COMPASS 
Endless Belt 


The Goodyear THOR Belt 


Seamless 


The Goodyear COMPASS 
Cord Oil Well Belt 
— DOUBLE 


The Goodyear Emerald 
Cord Air Hose 


The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 


The Goodyear Asbestos 
Cord Steam Hose 

















All Goodyear products are con- 
stantly under development and 
test for further improvement. 
Each new advance is completely 
mill- or mine-proved when 
offered for industrial service. 





HOSE ° PACKING 
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In this picture you have a very good like- 
ness of F. J. Bruzzone, general manager of 
the Baker-Hamilton and Pacific Company, 
San Francisco. Mr. Bruzzone started with 
the old Pacific Hardware and Steel Com- 
pany in 1902, in the packing room push- 
ing a truck. Later on he was a traveling 
salesman for 14 years. Three years on the 
buying end and then several years as as- 
sistant sales manager and sales manager put 
him up in line for his present position, 
which he has held for the last three years. 





‘Mechanical Clinic” 

C. W. Marwedel, industrial dis- 
tributor of San Francisco, is soon to 
open a “Mechanical Clinic.” A three- 
story building next door to the Mar- 
wedel store, 82 First Street, has been 
leased and the first two floors fitted 
up for clinical purposes. 

In this unique department of their 
business, everything of a mechanical 
nature that is at all susceptible of 
being demonstrated will be so demon- 
strated under as near working condi- 
tions as possible. There will be a 
complete welding plant where all 
kinds of welding operations and cut- 
ting operations can be carried on, and 
the use of different kinds of welding 
rods and fluxes shown. Chain hoists 
will be shown under working condi- 
tions and rigged to carry loads. 
Industrial brushes will be shown in a 
great number of applications. Like- 
wise vises and even the lowly 
wrenches will have suitable intricate 
and difficult “nut situations” provided 
upon which to demonstrate their spe- 
cial ada»tabilities. These are but a 
few of the innumerable working 
demonstrations contemplated. 

The Marwedels are great believers 
in having a great number of people 
become interested in seeing and 
handling, and if you please, fussing 
around with the vast assortment of 
tools and equipment which they han- 
dle. When they opened their great 
store in Oakland, which is partly 
retail, and in which hundreds of 





thousands of dollars worth of stock 
is carried, it was partly with this in 
mind. They wanted not only the 
industrial buyers in Oakland to come 
in, but everybody else in the city and 
the tributary country—they wanted 
them to think of Marwedel’s as the 
place of first and last resort for most 
anything in the mechanical supply 
line. It has worked out that way. 

For example, there is a great boat 
trade—pleasure boats and launches— 
originating around there. At first 
these boat enthusiasts would drop in 
for some odd shaped nut or bit of 
brass. From that they almost invari- 
ably worked up into regular buyers 
of small marine fittings of all kinds, 
ropes, cables, anchors and what not, 
until this small marine business has 
become one of very considerable 
volume. 

No doubt this mechanical clinic 
will work out in much the same way 
in San Francisco, and make their 
place a headquarters for mechanical 
buying. 

x * x 


Opportunity for Comparison 

The preliminary figures which are 
now being released by the Depart- 
ment of Commerce on the data col- 
lected in 1932 for the 1931 Census 
of Manufactures offers to distribu- 
tors an excellent opportunity to study 
their 1931 sales of various commod- 
ities with a view to determining how 
they stacked up with the total sales 
of those items. 

Among the principal industrial 
supply items on which data has been 
completed this month is mechanical 
rubber goods. For instance, the to- 
tal production of rubber transmis- 
sion belting in 1931 was 57.5% less 
than in 1929; sales of conveyor belt- 
ing, 52.6% less; hose, 44% less; 
packing, 56.4% less; and washers, 
gaskets, valves, pump sleeves and 
liner strips, 51.5% less. 

Another November report con- 
cerns the 1931 production of proc- 
essed waste. The $16,094,968, cred- 
ited to this product in 1931 was 
51.3% less than the total for 1929. 

The saw industry forms the basis 
for still a third report. Total pro- 
duction of woodworking saws, both 
power and hand, in 1931 was 58.1% 
less than in 1929. In the metal-work- 
ing class the sale of power-saw 
blades, except hack-saw, was 67.3% 
less and the sale of hack-saw blades, 
hand and power, 32.2% less. 


A study of these figures may serve 
as a clue to distributors as to whether 
they are getting as much business as 
they should from various lines. 

x * x 


Depression Causes Increased 
Efficiency 

A very interesting letter from 
Haverstick and Company, Incorpo- 
rated, Rochester, New York, distrib- 
utors, indicates that the depression 
has proved a blessing in disguise in 
many ways. 

Decreased business has caused this 
company to improve its warehouse 
facilities and order-handling methods 
with the result that overhead charge- 
able to this phase of operation has 
been dropped considerably. 

The necessity for studying ac- 
counts and lines closely has brought 
to light the necessity of concentrat- 
ing sales effort on those customers 
and lines which show definite prom- 
ise of a profit yield. This study, 
which only the slacking off in busi- 
ness made possible, will be extremely 
valuable when business comes back, 
in the opinion of Haverstick officials. 

Simplification of accounting meth- 
ods, rerouting of trucks and the 
elimination of needless entertaining 
have all played a part in putting 
Haverstick and Company in a posi- 
tion to face the next year with a 
reasonable assurance of profit. 

* * * 


New Janitors’ Supply Department 

Louis Hanssen’s Sons, Davenport, 
Iowa, have added janitors’ supplies 
in their industrial department. 








An unposed snapshot of Bill Todd, Jr., 

Somers, Fitler and Todd Company, Pitts- 

burgh. Bill really doesn’t look as wor- 

ried as might be expected under present 
conditions. 
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Now 
is the Time 


o Push 





-Hard ! 


IGHT now, with increased production 
schedules going into effect, efficient 
equipment is vital. 


Never has it been so necessary to elimi- 
nate every possible element of waste in 
plant operation. Time out for belt replac- 
ing means idle hands, idle machines and 
increased cost of production. 





Urge your customers to standardize on 
Clipper Hooks, Pins and Lacers. Point 
out the advisability of keeping a full as- 
sortment of Clipper Hooks on hand—in 
every required size—ready for instant use 
—in order to reduce belt lacing problems 
to a minimum and assure a maximum of 
production efficiency. 





See our exhibit at the TENTH NATIONAL 
EXPOSITION OF POWER AND MECHANICAL 
ENGINEERING, Booth 265, Grand Central 
Palace, New York, December Sth to 10th, 
1932. 


Clipper Beli Lacer 


GRAND RAPIDS MICHIGAN 


ar 
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LUBRICATION is probably of more general 
interest to industry than any other one subject. 
Maintenance men, and those who watch main- 
tenance and production costs can take a leaf 
from the book of experience of thousands of 
exacting operating men by studying the results 
of Dixon’s Flake Graphite lubrication. 


For more than 100 years Dixon’s Flake Graph- 
ite has been spreading its smooth unctuous 
veneer over contacting surfaces, reducing fric- 
tion and wear to a minimum—producing dead 
smooth bearing surfaces that are so necessary 
to cool running and long life. 





The results of this century of experience in 
handling pure Flake Graphite and the various 
greases compounded with graphite are yours 
for the asking. Send today for Booklet No. 
16 KP. 


DIXON’S 


GRAPHITE ~ ° 
pauoers Joseph Dixon Crucible Co. 


Flak , 
Senatiter tae terse Jersey City ROK New Jersey 


Waterproof Graphite Est. 1827 
Grease 

Silica-Graphite Paint 
Boiler Graphite 
Graphite Spring Oil 
Graphite Seal* 

Pipe Joint Compound 
*An entirely new and im- 
proved type of graphite seal- 
ing paste especially prepared 
for use on screw thread, 
flange, and gasket joints and 
valves of pipe lines carrying 
hot or cold mineral, vege- 
table and animal oils, gaso- 
line, benzine, naphtha, creo- 
sote, tar, etc. 























This informal gathering in the offices of 

the Sterling Products Company, Chicago, 

brings together Frank Arnham, city sales- 

man, left; Charles A. Larsen, president, 

center, and W. C. Teare, vice-president and 
sales manager. 





1932 Busy Year for This Firm 
Although our news editor has pes- 


_ tered Appleby Brothers and Whit- 


taker Company, Harrisburg, Penn- 
sylvania, with monthly requests for 
news, replies were not voluminous. 
The lull for election, however, 
brought a lengthy letter which ex- 
plained this unaccustomed silence. 
This company has been working like 
a colony of beavers to maintain 1932 


| sales at the level of 1931 volume. 


A number of new lines have been 


| added, the best producers of which 


are paint, welding equipment, lawn 


| mowers and small tools. 


Three new salesmen have been 
added. Changing conditions and 
greater efficiency of employes has 
brought readjustment of office and 
warehouse facilities. Efficiency has 
been greatly abetted by the use of 
more labor-saving devices. 

To make sales calls more effective, 


| salesmen have been encouraged to 
| build better and more personal rela- 


tionships with their customers; to 
learn more about the supply business 
as a whole and the merchandise in 
particular, 

The greatest 1932 success has been 
in the sale of pipe and fittings, roof- 
ing, chemicals, paint, rope and small 
tools. 

A better feeling in the Harrisburg 


| territory toward distributors has 


been noticed. This, in part, is due to 
the inability of manufacturers to 


| maintain sufficient field forces to con- 


tact all users. 

“Finally,” the letter states, “al- 
though we are located in a strong 
Republican territory, our men are 
now sold on the idea that if everyone 
will get behind the new administra- 
tion 100%, it will be a year from 
this Christmas before we’ll have time 
to give you more news.” 
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REPUBLIC gBLAZED 


IS Becoming // 
| a Traveled 


. My 
T IS THE unwavering principle of WY 
this com h d ical Uy R c 
pany that sound, economica 
distribution depends upon the progress j Oa 
made by distributors and for years we have Uf 
actively cooperated toward their success. ° 
All of our efforts are directed to dovetail 


perfectly with distributors’ aims and meth- 
ods. We see business through their eyes. 


Their view of advancement is our view. yj The sincerity and thoroughness of Re- 
We understand them and they under- Y public’s Policy are unquestioned. We are 
WA 


My created by Republic’s Policy, have felt the 


necessity of following in our footsteps. 


ned on so definitely committed by years of activ- 
ity with distributors that our progress and 
welfare are bound up with theirs. Only 
through their success can we prosper. 


Republic blazed the trail 
of distributor protec- 
tion. Other manufac- 
turers, through the in- 
fluence of the sentiment 


The Republic 
5-Point Policy 








Thus, Republic’s cooperation with 
| Aline of rubber items sufficiently com- distributors becomes imperative. 
plete to permit effectively supplying T | k 
the requirements of the trade solicited. 0 overlooK any avenue of fur- 
A quality of product uniformly good thering their cause would mean to 


and capable of delivering service results neglect the foundation on which 


fA 
that should reasonably be expected. 
3 A price basis inducing and making pos- our business rests. 
sible aggressive competition with rea- 
/ sonable profit return. 

4 Freedom from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by his 

My/ day to day solicitation. 
5 Selling helps of reasonable amounts so 
4 that his sales force may be given the 
advantage of specialized training and 
y Yi a knowledge of the product sold. 




















—— — 





‘ 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
REPUBLIC—THE DISTRIBUTORS’ CHAMPION 
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The Times Will Change-- 


We Believe They Are 


Changing Now 
but not the 
CAPITAL 
“Red Cap” 


Distributor Policy 


In good times, as well as bad, Capital 
sticks to the one policy of marketing its 
products through the distributor, pro- 
tecting him and according him very def- 
inite sales support. 


Capital appreciates the loyal cooper- 
ation it has received from Capital Dis- 
tributors during the trying period of the 
depression. 


Capital Distributors know that there will be 
no alteration in the Capital policy now that the 
worst of the depression is over and the upward 
movement under way. Capital and its distrib- 
utors are partners regardless of whether the 
going is rough or smooth. That is a comforting 
thought to the Capital distributor as he looks 
ahead to better business conditions in 1933. It 
should interest other distributors who realize 
what opportunities are opening up for broom 
and brush sales, but who are not thoroughly sat- 
ised with their present set-up. Such distributors 
are invited to write for complete information on 
our well known products and our equally well 
known distributor plan. 


DISTRIBUTORS: 


Have you checked up on your 
present stocks of CAPITAL "RED 
CAP" Brushes and Brooms? Re- 
member that when your customers 
want brushes and brooms, they will 
want them in a hurry. We can 
supply you now. 




































All Corn or Corn & Bamboo 






MT 


Bass, Bamboo or Rattan 


B. B. Push Broom 


. 
> 





No. 500 Fibre Broom 


{LULU 











INDIANAPOLIS BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street > > 


» 


Indianapolis, Indiana 

















C. F. Woessner, of the M. D. Larkin Com- 
pany, Dayton, is a booster for the perpet- 
ual inventory system of that company. 
Before reordering an item, the inventory 
cards are consulted and in many cases it 
is found that turnover does not warrant 
restocking. It is the finest possible method 
of telling what and how much to buy, he 
declares. Notations in blue pencil on the 
number in stock indicate that goods were 
on order at the time of checking. Red 
shows items on which there has been no 
turnover in one year. Turnover is increased 
through careful study of these red pencil 
items and concentration on their disposal. 





Two New Lines for 
Marshall-Newell 
A short time ago the Marshall- 
Newell Supply Company of San 
Francisco took on the exclusive dis- 
tribution of the products of the 
Keystone Lubricating Company for 


| northern California. A large stock is 





carried and two specialty men have 
been put on the road. 

As of October 1, this company 
was made distributor of the mill line 
of E. C. Atkins and Company. All 
the stock of the Atkins Company has 
been moved to the Marshall-Newell 
store and new factory goods have 
been added. This does away with the 
San Francisco branch of E. C. 
Atkins and Company, and this dis- 
tributor is now the Pacific Coast 
source of supply for the mill line. 

* * * 


New Lines for Standard 
Equipment 
Standard Equipment and Supply 
Corporation, Hammond, Indiana, has 
taken on the distribution of J. A. 
Roebling’s Sons Company’s cable and 
wire products and the line of paints 
manufactured by the Buckeye Paint 


| and Varnish Company, Toledo. 
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it’s a Busy Time 
— for Master Mechanics 


@ MAYBE your biggest customers of the old days are still inactive 


WEiuy Businesses go down hill all together—but they come back one firm at a 


time. And right now a lot of small firms—and large ones too—are be- 


ginning to turn the corner—and produce again. @ It’s a busy time for 






P the master mechanics of those firms. They’re laying out plants to meet 
a Black & Decker % 


Bench Drill Stand $20 


new requirements. They’re installing new machinery. They’re checking 





up on old machinery. And their prime necessity is tools. @ Not old, 
worn out tools of a 1920 vintage. New, modern, high speed tools that 
can save them time and cut down their expense in 1933. Economy is 


the watch-word—a product of the bitter lesson of the past few years. 





And without the proper tools, the master mechanics cannot do their 


jobs properly. @ There’s a market that’s ready to buy, gentlemen. A 









Black & Decker #4 
Electric Hammer $175 





market that is growing larger every day. Anda market in which Black & 
Decker has faith enough to invest money in an advertising campaign to 
convince it of the economy, the savings that Black & Decker Tools can 
make. Every important trade magazine read by the buyers of tools for 
Black & Decker 14” 


Special Electric Drill $50 maintenance and production is carrying full page messages in color on 


the sanity, the common-sense, the economy of buying new tools for the 





“: new day. @ It’s up to Black & Decker distributors to get their share of the 
Porable Grinder $90 business. Canvass now. See every shop, factory, plant and office building 
maintenance man in your territory. Impress upon your salesmen that a 
lot of firms are buying now. Act, and your reward will be more business, 


. more profits for 1933. The Black & Decker Mfg. Co., Towson, Md.,U.S.A. 
Black & Decker 6” 
Bench Grinder $38 


6 ee 


Bes Black and 1). 

. 
es lack and 1 Jecker 
Serie PORTABLE ELECTRIC TOOLS 


IF IT HAS A “PISTOL GRIP AND TRIGGER SWITCH” IT’S A BLACK & DECKER 











XUM 











MILL SUPPLIES 





N 





























ok an ae rt . * 4 
WRRRRRE BRS AGT See” 


a 




















how cheap 
but how good 
—this is basic 
Jobber policy for 
the long pull 


Temporarily it is possible to “forget” this bed-rock 
principle of businesses that endure. But you can take 
your pencil and figure quite accurately how long you could 
live on the price-policies prevalent today. . . In the mer- 
chandising of hollow screws, ALLEN asks that you buy and sell 
on long-run self-interest more emphatically than on price. ALLEN 
supplies you the quality of product which makes this possible, and 
no other course can be profitable. 


THE ALLEN Mrc. COMPANY 


HarTrorn, Conn. WU.$.A. 


7 


Moore-Handley Appointed 
a Link-Belt Distributor 
Moore-Handley Hardware Com- 
pany, Birmingham, Alabama, has 
been appointed distributors and direct 
representatives for the entire Link- 


| Belt general line of elevating convey- 
| ing and power transmitting machin- 


ery in the Birmingham territory. 
Moore-Handley will also carry a 
suitable stock of Link-Belt chains, 
gears, sprockets, transmission machin- 
ery and screw conveyors, including 
complete silent chain and roller chain 
drives, to permit them to make quick 


deliveries. 
* * * 


Kendall Hardware Opens 
Janitors’ Supply Department 
The Kendall Hardware and Mill 

Supply Company, Battle Creek, 
Michigan, is adding a line of janitors’ 
supplies. The new department will be 
in charge of Mrs. Iris Rosenbaum. 
As a result of close inspection of 
sales effectiveness, this company is 
working on a plan of weekly calls on 
principal customers, with more time 
being spent with each buyer. Sales- 
men are instructed to get at the prob- 
lems of the buyer from a supplies 


| standpoint and to work out with him 
| details of an ideal, or better set-up. 








E. B. Brittain, newly appointed manager of 
the valve and fittings department, Wood- 


bury and Company, Portland, Oregon. 
Mr. Brittain was formerly a salesman for 
Marshall-Wells, Baker-Hamilton and Pa- 
cific and John T. Rowntree Company. 
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Betmonrs 100% distributor plan 


can be summed up in three words: Definite, understandable 


and helpful. 


We firmly believe that the distributor is entitled to a policy 

that can be understood and relied upon and cooperation that 

7 is clear-cut and helpful. Belmont’s plan offers all this plus 

definite information as to WHERE and HOW packing is used 

in every plant in the distributor’s territory. In addition, we 

tell you just what kind of packing to recommend for each 
type of service—thus assuring profitable repeat business. 


We will be glad to furnish full particulars to distributors 
interested in Belmont’s policy -+ plan. 





Sales cannot be counted by smoke stacks, but you can figure that there is an 
engine, a pump or some machinery requiring PACKING in almost every industrial 
plant. Remember as idle pumps, engines and other machinery are put into use with 
rising industrial activity that they must be repacked. Replace it with Belmont Packing. 


There is a Belmont Packing for Every Service 





THE BELMONT PACKING & RUBBER CO. 


BUTLER AND SEPVIVA STREETS PHILADELPHIA, PENNSYLVANIA 
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at THE STEEL ‘TREATERS’ SHOW 


interest shown in the Victor “Moly” GOLD- 
Te Hack Saw since its introduction exactly 
a year ago has beennothing short of phenomenal. 
At the recent Steel Treaters’ Show in Buffalo, 
crowds watched this remarkable blade walk 


through huge pieces of tool steel. 


There must be a reason for this interest—and there 
IS. Victor “Moly” is new in appearance — new in 
performance—and new in price. It does anything 
ony hack saw can do and costs only about 


one-half, 


Manufacturers in your territory will be interested 


in a blade that cuts faster, stays sharp longer— 


and will cut hack saw costs in half. Victor “Moly” 
is the only GOLDSTEEL blade on the market. 


Prices and discounts on request. 


VICTOR SAW WORKS, 


MIDDLETOWN 
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HEAVY DUTY—EXTRA VALUE 


HACK SAY 


NEW YORK 





INC. 



























Victor, the 


hack saw that is 
sold under a policy that 
protects the distributor. 


R. T. Dills, vice-president and general 
manager, The Klinger-Dills Company, 
Dayton, Ohio. 





Alexander Hamilton Succeeded 
by W. T. Smith 


Active to the last, Alexander 
Hamilton, president of the Baker, 
Hamilton and Pacific Company, San 
Francisco, died suddenly on October 
14. His death climaxed half a cen- 
tury of personal connection with this 
company. Mr. Hamilton’s father, 
Robert Hamilton, together with Liv- 
ingston L. Baker had founded the 
business in 1852 in Sacramento as a 
hardware jobbing house. 

Alexander Hamilton was called 
into executive responsibility in 1892 
upon the death in that year of both 
founders. Wakefield Baker became 
president at that time and Hamilton 
vice-president. Wakefield Baker died 
in 1913 and Hamilton became presi- 
dent. In 1918, the company consoli- 
dated with the Pacific Hardware and 
Steel Company to form the present 





Baker, Hamilton and Pacific Com- 
| pany. 

| Wellington T. Smith, former vice- 
| president and chairman, was selected 
by the board of directors to become 
president. He was formerly in the 
| mercantile business in Elko, Nevada, 
|and for the last 20 years has been an 
|important stockholder in the Baker, 
| 

| 





Hamilton & Pacific Company and in 
the Pacific Hardware and Steel Com- 
pany before the consolidation. 

es © 


Smith-Courtney Adds Lines 

Smith-Courtney Company, Rich- 
mond, Virginia, has taken on the dis- 
tribution of the products of the Ston- 
hard Company, the Fafnir Bearing 
Company and the L. H. Gilmer Com- 
pany, Philadelphia. 


| 
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The difference 


1s in the 
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BRISTO Safety Set Screw Socket Head 
Cap Screw,and Wrench. Dovetailed 
flutes on wrench interlock with those 
in socket, providing a firm grip that 
makes a tight set, 
VERYTHING DEPENDS on the design of 
socket employed in hollow screws. Here is where 
the power exerted by your arm is transmitted to the 
point of the screw. Here, too, is where wear and abuse 
come. Accordingly the life of hollow safety set and 
cap screws depends upon the life of the socket. 


The dovetails in the BRISTO socket guide the force 
applied by the wrench around in the direction in which 
the screw turns, without straining the sides of the screw. 


For many years, now, BRISTO screws have been 
made in several extra small sizes, all smaller than 4 
inch. This fact is convincing proof of the effective- 
ness of the socket design. These extra small sizes are 
an exclusive BRISTO feature. 


BRISTO screws are made for the hardest job in the 
plant. They set up easily, hold tight, wear long, yet 
cost no more than other hollow safety set screws. 


BRISTO Safety Cap Screws, Set Screws and Wrenches 
are guaranteed to be made 
of carefully selected steel, 
and will be replaced with- 
out charge upon evidence 
showing defective ma- 





READY TO APPLY = FINGHED JOINT 


We also make BRISTOL'S Steel terial and workmanship. 


Belt Lacing. Send for samples. 








Write for samples. 





THE BRISTOL COMPANY, WATERBURY, CONN. 
Branch Offices: Akron, Birmingham, Boston, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis, San Francisco 


TRADE MARK 


BRISTO 


ACG. U.S. PAT. OFF. 


Stolle w Safety Socket Head 


SET SCREWS CAP SCREWS 









Thomson-Diggs Consolidation 
Works out Successfully 

Some months ago the Thomson- 
Diggs Company, of Sacramento, Cali- 
fornia, purchased and absorbed its 
chief competitor, the Schaw-Batcher 
Company, also of Sacramento. Both 
houses dated back to the pioneer 
days of California. The Thomson- 
Diggs Company now has the follow- 
ing officers and executives: C. F. 
Thomson, vice-president and general 
manager; J. W. Geeslin, secretary- 
treasurer; H. R. Thomson, director; 


| A. E. Goddard, sales manager; E. A. 


Gruhler, assistant sales manager ; and 
John J. Burt, buyer and sales spe- 
cialist in the electrical department. 








A group of executives of the Thomson- 
Diggs Company, Sacramento, California. 
Reading from the left are: C. F. Prentiss, 
president; J. W. Geeslin, secretary-treas- 
urer; E. A. Gruhler, assistant sales man- 
ager; and A. ©. Goddard, sales manager. 





When the consolidation was com- 
pleted, the Thomson-Diggs Company 
added to its organization eight of the 
former Schaw-Batcher salesmen and 
the company now has 23 men on the 
road. Territories have been arranged 
se that every customer of the two 
companies, formerly, has now the 
same service and individual attention 
as before. While the activities of the 
company as in the past are to a large 
extent in the hardware field, its 
industrial sales are becoming an 
increasingly large factor as are its 
sales in the electrical department. 
Industry is receiving a constantly 
greater share of their attention. 

Naturally, absorbing the business 
of a large competitor, in the year of 
greatest depression, has had the 
result that Thomson-Diggs have not 
felt the results of the depression and 
its total business has been rather 
larger than before. 

Haseltine Distributes Wood 

Shovels 

J. E. Haseltine and Company, 
Portland, Oregon, is now distributing 
the line of shovels and scoops manu- 
factured by the Wood Shovel and 
Tool Company. 
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ow The Line 
ass Victor Balata Belting—The best all-around belt 


driving, conveying 
\ and elevating. Waterproof—weatherproof—sanitary— 
durable. Recommended for sand, gravel, brick, clay, 
stone and coal industries, as well as for all industrial 
purposes. 
, & 
"Bilt-Rite" Conveyor Belting—The latest de- 


velopment in a 
belt to resist abrasion such as crushed rock, sand and 
gravel, etc. 


* 
Canvas Stitched Belting—for driving gat 


conveying. 
ommended for agricultural uses, package conveyors, 
sand handling, etc. 


os 
"Easton" White Solid Woven Cotton Belting— 
for light conveying and elevating. 

* 


"Penntex" Solid Interwoven Belting— 


for transmission and conveying under heat and acid 
conditions. 


Package Conveyor Belts—*lid woven and 


inner - stitched 
canvas for conveying all types of materials. 





"Vi " 
We tell you ictor" Endless Thresher and Tractor 


Belts—constructed with the improved bias lap. 
How -and-Where 
"1 These Give You 
To Sell it 


ONE source of supply for Balata, 
The VICTOR BALATA PLAN tells you and Canvas Stitched and White Solid Woven 


your salesmen not only where new business is Cotton Belting, with an Engineering De- 
—BUT—also how and when to sell it effec- partment ready to serve you on all Con- 
tively and profitably. veyor and Transmission Belting problems. 


DISTRIBUTORS—IT’S UP TO YOU 
VICTOR BALATA & TEXTILE BELTING CO., 38 Murray Street, NEW YORK 
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| Hammond Distributor Seeking 
Lines 


| Standard Equipment and Supply 
| Corporation, located in Hammond, 
| Indiana, is seeking lines suitable for 
| distribution in the Calumet region of 
Chicago. 

The office, display rooms and 
warehouse of this concern consist of 
a three-story building with basement 
and a one-story building with base- 
ment, located on the Indiana Harbor 
Belt switch track. 

Principal customers of this com- 
| pany are municipalities, industrials, 

large contractors, garages and hard- 

ware stores. 





| * * x 
UNBRAKo UNBRAKo UNBRAKo UNBRAKo , Carbine-Harang Reorganization 
_ _— encom oe Probable 


A report from the carbine-Harang 
| Machinery and Supply Company, 

New Orleans, indicates that a reor- 
| ganization is probable. The company 
is now in the process of liquidation. 








While shouting from the house-tops is considered good ad- 
vertising, particularly if justified—actual concrete facts carry 
much more conviction. 
Instead, therefore, of merely piling adjective upon adjective, 
which anybody can do, we offer 

’ 


iti SAMPLES-FREE 


so shopmen and mechanics can try and test them to their 
hearts content and find out for themselves how unbelievably 
strong they are. 

Better write us and find out how we work this Free Sample 
stunt because if you were only willing to try it you would be 
amazed at the business to be had in the 


* * * 
New Lines for S. B. Roby 


The line of paints manufactured 
by the Marietta Paint and Color Com- 
pany, Marietta, Ohio, and roofing, as- 
phalt shingles and roof coating made 
by the National Manufacturing Cor- 
poration, Tonawanda, New York, are 
being distributed by The Sidney B. 
| Roby Company, Rochester, New 
| York, 
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We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
*“HALLOWELL” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 
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A torrid discussion on power transmission 
problems was interrupted to snap R. E. 
McKee, left, power transmission specialist, 
Strong-Carlisle and Hammond Company, 





STANDARD PRESSED STEEL CO. 












TT oo a , E. Stvan, He my of the 
BOSTON Keenan mill supply department of the same com- 
CHICAGO JENKINTOWN, PENNA. SAN FRANCISCO pany, and R. T. Todd of the Lenney Ma- 
et BOX 519 eee chine Manufacturing Company, makers of 





speed reducers. 
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Chrichton-Paxton Sells Ober- 

dorfer Water Systems 

Chrichton-Paxton Company, Incor- 
porated, Norfolk, West Virginia, is 
distributing QOberdorfer automatic 
water systems and sump pumps in the 
Norfolk territory. 

A new salesman, J. V. Benton, has 
been added and will cover eastern 
Virginia and North Carolina. 

To encourage real selling by its 
men, Chrichton-Paxton is now fea- 
turing one item or line each month. 
A special demonstration will be ar- 


ranged to make each salesman’s 
knowledge of the line complete. 
* * x 


Maddock and Company Opens 
Marine Department 
Maddock and Company, Philadel- 
phia distributor, has opened a marine 
department, featuring deck and en- 
gine room supplies. Charles G. Cox 
will be in charge of this department. 
Maddock and Company has been 
appointed Philadelphia agents for 
Patterson-Sargent Company, marine 
paints; Bethlehem Shipbuilding Cor- 
poration; and Dahl mechanical oil 


burners and parts. 
* ok * 


House Cleaning at Trimble and 
Lutz 

H. J. Lutz, president, Trimble and 
Lutz Supply Company, Wheeling, 
West Virginia, reports efforts to dis- 
pose of odds and ends and slow-mov- 
ing items and a revamping of ware- 
housing schemes with an eye to the 
future. As the report expresses it, 
the office and warehouse facilities 
have been revamped and the company 
is ‘ready to go.” 

Efforts to make salés calls more 
effective have featured the use of 
intensive mail follow-ups. 

Composition roofing materials have 
been added to help round out the 
stock of industrial supplies. 








x 


The activities of the Fisher Supply Com- 

pany, Marshalltown, Iowa, are directed by 

L. C. Abbott, president and general man- 

ager. He is shown with A. C. Rees, secre- 
tary and purchasing agent. 








| four difficult years, but it pic- 





YOU CAN PROFIT 
by the Experience 


of 951 Fellow Distributors! 


Here is the record of the ups and downs in commercial 
ratings of 951 industrial supply distributors during these 
very critical years. 


Consider your own business in the light of this fact: 


In the group using new Donnelley catalogues, the 
financial progress as, reflected by ratings, was 438% 
greater than in the group without catalogue help. 


Does Your Business Need Such Help for 1933? 










Mill Supply 
Distributors using 
new Donnelley 


Catalogues 
) 


16% 

Decreased 
their 

ratings 


This chart shows the changes 
in ratings of the distributors 
who issued Donnelley cata- 
logues during 1929, 1930 and 
the first half of 1931 (cata- 
logues which have now been 
at work long enough to test 
their productiveness.} 







































Distributors 
which have not issued 
Catalogues 
This chart covers the same 


tures the changes in ratings of 
all the industrial supply distrib- 
utors, on our mailing list, who 
have not issued new catalogues 
within ten years. 


7.3% Increased | [oes 


their ratings 


46%, Decreased their ratings 


You are welcome to further particulars and sample catalogues, 
so you can see what other distributors are doing to help their 
business. : 


R. R. DONNELLEY & SONS CO. 


350 East Twenty-second Street CHICAGO 


DONNELLEY CATALOGUES PAY! 
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New and Improved Industrial Products 














A now it’s low pressure rubber tires 
not only for airplanes, automobiles 
and trucks but for wheelbarrows as well. 
Engineers of The B. F. Goodrich Com- 
pany have designed low pressure tires for 
wheelbarrows, they announce. 

The new tires, patterned after airplang 
casings, constitute one of the few major 
changes made in wheelbarrow construc- 
tion in many years. With low pressure 
tire equipment, it is possible to use wheel- 
barrows in mud and deep sand where the 
old type wheels found motion difficult if 
not impossible. Manual effort required to 
push a wheelbarrow is considerably re- 
duced when low pressure tires are used, 
Goodrich tests showed. Breakage, in 
many industries where this is a major 
problem is also greatly reduced by use of 
rubber tired equipment.—B. F. Goodrich 
Company, Akron, Ohio. Mit Supp ties, 
December, 1932. 


Engine Lathe 





UL aave headstock construction, cen- 
tralized controls, one-shot lubrication, 
simplified apron control and improved 
motor mounting are features of a new 
simplified engine lathe by Le Blond. 

In addition to the eight selective speed 


changes, the feed reverse and feed-com- 
pounding gears are inside the head, thus 
eliminating noisy, troublesome tumbler 
gears and swinging plates on the end of 
the lathe. 

The operator, with his left hand, can 
easily reach feed box, speed changes, feed 
reverse, feed compound and motor. 

A plunger pump in the apron reservoir 
lubricates the carriage and cross slide 
ways and the cross feed screw bearings. 
One safety interlocked trip lever controls 
both carriage cross slide movements and 
is tripped as easily as an electric toggle 
switch. 

Motor is mounted on a hinged plate on 
the rear of the leg. 

Lathe is built in 12-inch and 14-inch 
sizes with any bed length required—The 
R. K. LeBlond Machine Tool Company, 
Cincinnati, Ohio. Mitt Suppites, Decem- 
ber, 1932. 


New Draft Control System 





NEW differential draft control sys- 

tem has been perfected by the Mason 
Regulator Company. This new controller 
is of the instrument type and regulates 
the amount of air passing through the 
furnace in accordance with the natural 
draft of the stack and also the quantity 
of fuel consumed. In order to accomplish 
this the instrument controls the feed of 
forced or induced draft blowers, the inlet, 
up-take or stack dampers, or any other 
suitable means for controlling the flow of 
air to the furnaces. 

Like most other temperature and pres- 
sure control instruments, this new draft 
control instrument is operated by com- 
pressed air. As a result of its sensitive 
pilot operation even the slightest varia- 
tion in draft differential is sufficient to 
control the blowers or dampers so as to 
maintain perfect combustion under vary- 
ing conditions—Mason Regulator Com- 
pany, Boston, Massachusetts. Mitt Sup- 
PLIES, December, 1932. 


Pressed Steel Caster 


Avy pressed steel swivel caster, 
with an exceptionally large diameter 
ball race, has been introduced by the 
Bond Foundry and Machine Company. 
These deep ball races enable the balls to 
absorb the side shock when _ swiveling, 
taking the strain and wear off the king 


in. 
The king pin is electricaly heated and 
riveted in place. This method of con- 





struction eliminates any possibility of 
crystallization which would cause the 
rivet to break under severe stress. 

A machined steel sleeve is used in this 
caster as an axle. This sleeve is held 
rigidly between the forks thereby greatly 


‘strengthening the caster at this point— 


Bond Foundry and Machine Company, 
Manheim, Pennsylvania. Mitt Supp ties, 
December, 1932. 


Electro-Magnet Vibrator 





AREY line of electro-magnet vibra- 
tors, developed to vibrate hoppers or 
any other container or conveyor moving 
bulk material as well as vibrating concrete 
while it is being poured in construction 
work, has just been introduced by Syn- 
tron Company. 

This new vibrator is a very simple de- 
vice, consisting of a wound magnet and 
an armature. The armature is held away 
from the magnet by springs. The intro- 
duction of pulsating current, derived from 
60-cycle alternating current, causes the 
gap to open and close synchronously with 
the speed of the alternating current. The 
heavy mass of the wound magnet, mov- 
ing at this high speed, sets up a flow of 
vibration which can be applied in the de- 
sired direction—Syntron Company, Pitts- 
burgh, Pennsylvania. Mitt Suppties, De- 
cember, 1932. 








Be 
XUM 








DECEMBER, 1932 MILL SUPPLIES 





licy. Products 
and Profits e 


Another positive statement from an 
outstanding Industrial Distributor. 


“The Georgia Supply Company was organized and com- 
menced business in February, 1901, at which time a contract 
was entered into with the New York Belting & Packing 
Company to represent them in certain territory in this section. 


“Since the signing of the original contract, nearly thirty-two 
years ago, we have experienced ‘fat’ years and ‘lean’ years, 
we have seen some of the old ones fade out of the picture, 
their places being taken by others, but with all of these 
changes our relationship with the New York Belting & 
Packing Company has remained pleasant and profitable. 


“We attribute this to their policy of fair dealings with their 
Agents and Customers and to the high quality which they 
have consistently built into their lines of Belting, Packing, 


Hose, etc.” 
GEORGIA SUPPLY COMPANY 


Savannah, Ga. Jacksonville, Fla. 
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New and Improved Industrial Products 














Square-End Sawing Vise 








SIMPLE practical device for cut- 
ting square-ends on thin-wall copper 
or brass tubing, the Beaver square-end 
sawing vice, has recently been placed on 
the market by the Borden Company. 

The vise is made of aluminum with 
steel inserts to increase strength. All sizes 
of tubing from %-inch to 2 inches can 
be quickly locked into position by means 
of the reversible vise block. Convenient 
thumb screw prevents over-pressure and 
crushing. Long “V” trough insures accu- 
rate centering and the saw guide prevents 
the saw blade from “running.”—The Bor- 
den Company, Warren, Ohio. Mitt Sup- 
PLies, December, 1932. 


Jig Saw 





RECENT development in the wood- 
working machine field is an im- 
proved jig saw, designed for both wood 
and metal cutting, sanding and _ filling. 
This new machine will cut material up to 
5 inches thick and has a 24-inch throat 
depth. 

It is said to run without vibration at 
motor speed, permits the use of blades 
as fine as .007-inch and features a sliding 
table which glides back out of the way 
when a change of blades is made. An ad- 
justable upper plunger housing permits 
the use of blades of any length. This 
allows the use of blades which have been 
snapped off at one end. 

ther features include quick-acting 
blade chucks and tension scale—Wailliam 
B. and John E. Boice, Toledo, Ohio. 
Mit Suppiiss, December, 1932. 


Roller Bearings 





A NEW line of single-row, self-align- 
ing radial roller bearings has been 
developed by the Shafer Bearing Corpo- 
ration. A single-row concave bearing, of 
full roller type, is used, with rollers op- 
erating between a straight outer race and 
a convex inner race. This design assures 
liberal radial load capacity with ample 
provision for the limited thrust capacity 
needed in applications having moderate 
loads. 

Self-alignment is obtained in the bear- 
ing itself, which compensates automatic- 
ally for misalignment due to inaccuracies 
in machining or shaft deflection under 
load. Long rollers provide exceptional 
shock capacity while thrust is taken by 
means of hardened and ground thrust 
plates. 

In addition to the pillow block illus- 
trated above, these light duty bearings are 
available in flange units, hanger boxes 


and take-up units for shafts. All units 
are complete, ready to install—Shafer 
Bearing Corporation, Chicago, Illinois. 


Mitt Suppties, December, 1932. 


Portable Adaptalite 








PPLETON Electric Company has re- 
cently introduced a new _ product 
known as Appleton Portable Adaptalite. 


Concealed in the base of this lamp is a 
reel which carries 15 feet of rubber-cov- 
ered cord so that the unit may be moved 
anywhere within this radius. The half re- 
flector and socket is attached to a flexible 
arm, which in turn is mounted on a pipe 
which can be raised or lowered to any de- 
sirable height. This unit is also equipped 
with a fitting having a duplex receptacle 
so that a grinder or other electrically- 
operated tool may be plugged in without 
having to run a wire to a distant outlet. 
—Appleton Electric Company, Chicago, 
Illinois. Mitt Suppries, December, 1932. 


Innerseal Fittings 





A NEW line of copper plumbing fit- 
tings has been placed on the market 
by the Parker Appliance Company. These 
“Innerseal” fittings make up mechanically 
pressure tight before the joint is soldered. 
Composite solder flux is placed in the 
joint where it alloys with the metallic 
surfaces when the proper temperature is 
applied. It is impossible to exceed the 
correct soldering temperature without ac- 
complishing a perfect solder reaction. 
heat sensitive color band features 
this line of fittings. This color band def- 
initely indicates the application of suff- 
cient heat to properly solder the joint. 
Due to the placing of the solder be- 
tween the tube and the fitting, it is not 
necessary to rely on capillary action to 
counteract the forces of gravity. Pockets 
in the fitting provide an excess of solder 
to assure complete metallic content of the 
space between the fitting and the joint. 
—Parker Appliance Company, Cleveland, 
Ohio. Mitt Suppties, December, 1932. 


End-Mill Kit 





COMPLETE set of end-mills, both 

roughers and finishers, from %-inch 
to ™%-inch inclusive, is now being packed 
in a convenient kit, designed to prevent 
loss and breakage. Besides the end-mills 
the kit contains a tool holder and wrench 
which takes the %-inch parallel shanks. 
End-mills from %-inch to %-inch inclu- 
sive are of the double-ended type, the 
larger sizes being single-end. 

Each article in the kit is held in a 
wooden chock. Closing of the box lid 
clamps each tool firmly in its chock, thus 
preventing it from coming into accidental 
contact with the others—The Weldon 
Tool Company, Cleveland, Ohio. Mutt 
Suppties, December, 1932. 
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_.. YET IT cosTs Less / 


) | agenesis salesmen everyday hear prospec- 
tive buyers of Toncan Iron Pipe say, “But 
it costs more.” But that’s no argument against 
buying it—at least hundreds of actual users don’t 
think it is, because in the end it actually costs less. 

Bare pipe prices are no basis for figuring 
values. The true yardstick is the cost of the pipe 
installed divided by the service life. Installation 
usually costs more than the pipe and fittings, and 
when failure occurs the entire installation cost 
is lost forever. Then it costs money to tear out 
the old, and the original cost must be paid again 
for the replacement. Figure it this way. One 


REPUBLIC STEEL CORPORATION 


YOUNGSTOWN, OHIO 


GENERAL OFFICES = Rie 


kind of pipe lasts, say 5 years. Another 10 years. 
Even if the 10 year pipe costs twice as much as 
the other, it saves money for the user—saves the 
entire cost of tearing out the old and replacing 
with the second installation. 

Toncan Iron Pipe lasts longer because it is 
made from an alloy of scientifically refined iron, 
copper and molybdenum. It costs more to make, 
yet it costs less to use because its resistance to 
corrosion among ferrous metals is exceeded 
only by the stainless irons and steels. Wherever 
the spectre of rust raises its ugly head, Toncan 
Iron Pipe will save money for your customers. 
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New and Improved Industrial Products 














Waterproofing Material 





HE Stonhard Company has recently 
made available to all distributors a 
newly developed industrial maintenance 
product for sealing direct flows of water 
through walls and masonry without re- 
moving tke hydrostatic pressure. 
Construction cracks and porous sections 
often permit water to seep into basements 
damaging merchandise stored there. Such 
a condition can be overcome with Stontite. 
This material will cause new concrete to 
bond to old, reach a permanent set in a 
few minutes; can be applied to the free 
or open side of a wall without removing 
the hydrostatic pressure from the re- 
verse side. Unlike many chemical ad- 
mixtures, the results from Stontite are 
permanent, for once its work is com- 
pleted the action on the cement ceases. 
One of the uses for the material is 
pictured here. It can also be used effec- 
tively on elevator pits, dams, reservoirs, 
subways, subterranean passages, tanks, 
tunnel, man-holes and retaining walls.— 
The Stonhard Company, Philadelphia, 
Pennsylvania. Mitt Suppiites, December, 
1932. 


Steam Pumps for Petroleum Service 





A N improved line of horizontal duplex 
steam pumps especially designed and 
fitted for handling cold or hot oils, gaso- 
line and other petroleum products has re- 
cently been announced by the Worthing- 
ton Pump and Machinery Corporation. 
Built in three different types—valve plate, 
turret and pot valve—these units incor- 
porate many revolutionary features which, 
it is said, represent the greatest recent 
forward steps in the manufacture of 
steam pumps for oil service. Foremost 
among these features is the adoption of 
stainless steel drop forged valve service, 
as well as the submerged piston type of 
construction, on all models—Worthing- 


ton Pump and Machinery Corporation, 
Harrison, New Jersey. Mitt Supp ties, 
December, 1932. 


Paint Spray Gun 





PAINT spray gun, with several new 

features, has been placed on the 
market by The Alexander Milburn Com- 
pany. It is made in two sizes—Type M 
for large industrial and automotive work 
and Type N for fine touch-up and high 
lighting. 

The body of the gun is made of an im- 
proved aluminum alloy. Passages for air 
or fluid are all straight drillings, thus 
eliminating plugging or by-passing. The 
handle is part of the forged body of the 
gun, its simplicity of design having much 
to do with the light weights of both guns. 
Type M weighs 1% pounds and Type N, 
Y% pound. 

The fluid nozzle and air atomizer head 
are constructed on new principles. The 
fluid, such as paint or lacquer, is con- 
trolled as to volume or density by means 
of an independent, removable unit needle 
valve made of stainless steel, adjacent to 
the operator’s hand.—The Alexander Mii- 
burn Company, Baltimore, Maryland. 
Mitt Suppiies, December, 1932. 


Expansion Shield 


ONE-PIECE malleable iron expan- 
vt sion shield for machine bolts has 
been placed on the market by the Dia- 


mond Expansion Bolt Company. It has 
breakage connections between the nut and 
the expansion shell. When the bolt is 
tightened, the connections between the 
nut and shell break down and the nut 
telescopes into the shell, being guided by 
the slides into perfect alignment. 

The four-way radial expansion of this 
shield is said to produce extremely high 
holding capacities. The Tenax expansion 
shield is made in sizes to accommodate all 
standard bolt sizes from %-inch to %- 
inch.—Diamond Expansion Bolt Company, 
Garwood, New Jersey. Mtv Supp ies, 
December, 1932. 


Metal Brake 

















NEW metal brake, which has been 

in the process of construction for 
more than a year, has been announced by 
the Whitney Metal Tool Company. Ac- 
curate, square bends with this machine 
are assured by the fact that the platen, 
or holding member, is fixed. Weight of 
the lower mechanism is balanced by two 
coil springs. 

It is possible, by making a few adjust- 
ments, to convert the machine from an 
ordinary bending brake into a box or pan 
brake. Box fingers of various sizes can 
very quickly be fastened to the platen. 

The machine is 90% steel by weight 
and will handle all diichasenes up to and 
including 16 gauge. All fitting parts are 
machined. — Whitney Metal Tool Com- 
pany, Rockford, Illinois. Mitt Supptigs, 
December, 1932. 


Bench Saw 

















HE new Delta 8-inch bench saw em- 
bodies several refinements usually 
found only in larger machines. 

It is equipped with a remarkable table- 
extension attachment which gives the saw 
the capacity of one having a four-foot 
table. This attachment makes possible rip- 
ping to the center of a four-foot panel 
and cross-cutting 12-inch boards. 

A ball-crank handle, located at the front 
of the machine facilitates the raising or 
lowering of the table on dovetailed ways 
and gibs. Table can be firmly locked at 
any point. Another crank actuates a worm 
gear tilting mechanism. Scales are pro- 
vided for height and tilt. 

The self-aligning rip gage may be used 
on either side of the saw blade and is 
equipped with a “Micro-Set’”” adjustment 
for fine settings. Meter gage features an 
automatic setting device—The Delta Man- 
ufacturing Company, Milwaukee, Wiscon- 
sin. Mitt Suppties, December, 1932. 
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Put Yourself in the Customer's Place 











Hose Gets Hard Wear 
and Thermoid Hose Resists it 


Increasingly popular... in- 
creasingly profitable! Thermoid 
Moulded, Air, Water and Spray 
Hose . . . specially built to serve 
its special purpose well, long and 
economically. Thermoid also 
makes a complete line of wrapped 
hose for air, water, steam and 
suction use. 















when considering 


hermoi 


High Speed 


SQUARE EDGE 
BELT 


Easy to identify . . . quick to appreciate. 
Wouldn't you want the amber belt with 
the black edges? Wouldn't you want 
the Thermoid High Speed Square Edge 
Belt for greater flexibility and new free- 
dom from slippage . . . if you were a 
user, rather than a supplier of belting? 





Mail the coupon now for the full facts 
about this new belt that is already 
adding to the prestige that the name 
Thermoid already enjoys. Let us send 
you a sample, too! 


THERMOID RUBBER COMPANY 
Factories and Main Offices - TRENTON, NEW JERSEY 


i] 
: THERMOID RUBBER COMPANY, 
: Trenton, N. J. 

i] 


Gentlemen: 


Please send us further information on the 


Thermoid High Speed Square Edge Belt. 


Firm 
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Give You the 


3 Essentials « 
of Sound Business 


Profitable Distribution 
Consumer Acceptance 
Unquestioned Quality 


@ The profitable distribution of files 
demands close cooperation and full con- 
fidence between manufacturer and dis- 
tributor. This is and always has been the 
basis of our policy. 

@ That Cleveland Files are accepted as 
superior production tools by industry 
generally is evidenced by two factors, 
a constant increase in the percentage of 
re-orders and a healthy sound growth in 
new business. 








More Than 
Just Files— 
Superior 
Production 
Tools 








In the production of Super Duty and 
Blue Star Brand files, QUALITY has al- 
ways been our prime incentive, never has 
it been secondary to price. 

In selling Cleveland Files you have 
quality, individuality and salability of 
product, with a wide price range, and in 
addition, complete territorial protection, 
exclusive sales and close factory coop- 
eration. Write for full information re- 
garding available territory and details of 
our sales producing distributor plan. 
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The 


CLEVELAND FILE 
Company 











3400 Hamilton Ave., Cleveland, Ohio 
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Nashville Outlook Somewhat 
Brighter 

Buford Brothers, Incorporated, 
Nashville, Tennessee, is encouraged 
by indications in that territory since 
the election. Officers of the firm feel 
that election excitement may be 
blamed for a falling off in business 
and feel confident that, now it is over, 
business will resume its uphill climb 


| to prosperity. 


Not satisfied with business 
“guesses” however, this firm is going 
about making itself more and more 
efficient all the time. Economies have 
been effected by a rearrangement of 
the entire stock, by the adoption of 
more modern accounting methods, by 
strict surveillance of sales expense 
and by care in routing deliveries. 

Like many more distributors, in all 
parts of the country, Buford Broth- 
ers is faced with the problem of in- 
creasing sales through the extension 
of credit without letting that credit 
get so out of hand as to endanger 
their own existence. As evidenced 
by freely expressed appreciation 
from customers, the method adopted 
in making collections is going far 
toward solving the above problem. 
Harsh methods have been replaced by 


_| kindly understanding methods with 
_the result that they find obligations 


being met with much greater alacrity. 
* * * 


New Building Effects Economies 
The Fruit-Ohl Company, Sharon, 
Pennsylvania, which, a few months 


ago, moved to new and larger quar- 
ters, has found that greatly increased 
efficiency has resulted from having 
all departments under one roof. Fur- 
ther, stock arrangement is less of a 
problem due to the increase in floor 
space and increased width of aisles. 





| BE. R. White, left, and Dan A. Howard, 


partners in the E. R. White Machinery 
Company, Medford, Oregon. They are 
doing a substantial supply business among 
the mines and lumber companies of this 
section. They are straight thinkers and 
square shooters and just about big enough, 
either of them, to demand an order and 
get away with it if they chose. 








W. A. Tydeman, of the W. A. Tydeman 
Company, Easton, Pennsylvania, is opti- 
mistic about business conditions and reports 
that there is a fair increase of industrial 
activity in that section. His company deals 
in both mill and electrical supplies. Until 
last April they also owned and operated an 


electrical construction department. This 

department has been sold in order to con- 

centrate on the merchandising end of the 
business. 





Burhans and Black Appoints New 
Director of Sales 

Clair W. Goodman has been ap- 
pointed director of sales for Burhans 
and Black, Incorporated, Syracuse, 
New York, and the Buffalo Whole- 
sale Hardware Division at Buffalo. 

Mr. Goodman was sales manager 
for the Bidley Hardware Company, 
Pittsburgh, for a number of years. 
From 1909 to 1920 he was sales man- 
ager and manager of the wholesale 
division of Weed and Company, Buf- 
falo. From 1921 to 1924, he served 
as sales manager for Burhans and 
Black. Returning to Weed and Com- 
pany the latter part of 1924, he served 
that organization until his present ap- 
pointment. 

Mr. Goodman has been in the hard- 
ware business all his life and is well 
known throughout the country. 

s 42 
A Buyer’s Observation of Dis- 
tributors’ Sales Tactics 
(Continued from page 9) 

six months, his values would cost 
only 50% more and last for years. 
We have since given him consider- 
able business and found that he is 
saving us money every time we buy 
from him. In addition to represent- 
ing a quality line and knowing how to 
sell it, he is the type who will gladly 
forego a dinner party to deliver a 10- 
cent item at any hour of the night. 

These are the salesmen who rep- 
resent my personal nomination for 
rendering the world’s best service. 
They more than repay the most har- 
assed buyer for all the “Gottlieb” 
salesmen who exist. 
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Distributors More Important to 
Users 

C. F. McLeish, National Mill Sup- 
ply Company, Fort Wayne, Indiana, 
reports a much better feeling towards 
distributors in his territory. He feels 
that this can be accounted for by the 
hand-to-mouth buying tactics of users 
and the necessity for curtailing ex- 
penses by manufacturers. 

As a case in point, he cites brass 
rod, a product which formerly could 
well be classified in the “football” 
category. Due to the above-mentioned 
conditions, Mr. McLeish now finds it 
is possible for distributors to handle 
this item profitably, obtaining neces- 
sary extras for size and quantity. 
Users, anxious to keep away from 
large stocks, are picking this item up 
from National in quantities ranging 
from 100 to 600 pounds. 


* * * 


Is That Worthington ‘Golf 


Course” Tough? 
_ _(Continued from page 13) 
my job with Mitt Supp ties and I’ve 


always been too honest to make a 
good plumber. 

After dinner, Mr. Krause, chief 
purchaser, made a little speech and 
then Ralph Gattshall, (you know, 
Curly) made a swell talk on how 





supply houses can help purchasing | 
agents to keep their expenses down | 


and how they’ve got everything but 
automobiles in stock. Say, Al, this 


good guy Gaehr says that Worthing- | 


ton has more than 77,000 different 


items in stock. What do you think of 


that ? 
After Gatch’s talk all these pur- 


chasing agents stood up and cheered | 


Worthington for having the party 
and said it was very interesting. 


Well, Al, as I was working in my | 


room at 3:00 a. m. the next morning, 
the thought came to me that it might 


be a good idea for some supply | 


houses in other cities to get up a 


party like this for their local purchas- | 
ing guys because these Cleveland pur- | 


chasing bozos sure liked this one. 


Well, Al, maybe you or some of | 


those other literary birds you have 
around there can make an article or 
at the least, a news item out of this 
here letter. 

3est regards to the keeper of the 
bucks, 

Jimmie “Hagen” Channon 

P. S. Please hurry my expense check 
on account of I can’t get my laundry 
back. 








Consumers Want 
Quality! 


The Buyer Has Learned from 
Sad Experience to put 
Quality Above Price Alone 


Adding Our Figure 0201 Renewable Bronze 
Gate Valve to Your Line Will Stimulate the 
Interest of your Salesmen and your trade 


and will help the Sale of Your Other Lines 


Ask Us How We Can Help You Reach 
the Engineer Using Quality Products! 


The renewable fea- 
tures of the Fig. 0201 
Gate valve have been 
perfected,’ are simple 
and may be relied 
upon as being en- 
tirely effective. 


Renewals may be 
easily, quickly and ef- 
ficiently made, when 
occasion requires, 
without taking the 
valve from the pipe 
line, by removing the 
valve bonnet and un- 
screwing the retain- 
ing ring designed to 
hold the seat rings 
accurately and firmly in position. 





The valve is double seated and may be used with 
the pressure applied at either end. Can be packed 


under pressure, when wide open. 


THE FAIRBANKS COMPANY 


BOSTON NEW YORK PITTSBURGH 
FACTORY, BINGHAMTON, N. Y. 








Distributors Everywhere 
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What About 
1933? 


Are you revamping your 
lines, eliminating slow mov- 
ers, adding those with strong 








have been successful in securing com- 
plete data on the supply needs of 
their customers and prospects. 

With a tabulation of past sales, and 
a listing of the supply items used by 
each customer, the possibility of con- 
centrating sales effort on those items 
not being sold, is obvious. A case in 
point is the R. C. Duncan Company, 











Dain 








sales and profit possibilities? 


Then consider 


THE NEW BADGER 
Car Mover 
and 
THE ADVANCE 
Safety Car Wrench 








HEY will add real 

strength to your 
sales set up because 
of their effi- 
ciency, econ- 
omy and fine 
reputation. 
Our dis- 
tributor 
terms will 


please you. 
Write for 
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Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 
Car Mover Co., 


Welland, Ontario, 
Canada 








And why is James Baxter, general manager 
of the Baxter Foundry and Machine Works, 
Boise, Idaho, at the left, looking so sternly 
at H. D. Lloyd, bookkeeper? For no other 


| reason than the fact that July business for 
| this company was double that of June. 


Perhaps Lloyd had just finished doping out 
that astounding fact and Mr. Baxter was 
saying: “You check that again, son.” While 
their sales early in September were running 
far below normal of past years, Mr. Baxter 


| said that he could see what seemed to be 


a real viadieienias 


Ss. Cc. Horsford Assumes 
Presidency 

Following the death of N. B. 
Horsford some months ago, S. C. 
Horsford became the president of 
Horsford Brothers, Incorporated, 
San Francisco. His son, J. S. Hors- 
ford has been made secretary and 
L. M. Bullock is vice-president. This 
company specializes in power trans- 


mission equipment. 


* * * 


Plan Now for a Profitable 1933 


(Continued from page 5) 
brings us to the second possibility, 


| that of changing accounts from un- 


profitable to profitable through selling 
them every needed item. 

In order to determine potential, 1 
is first necessary to determine the 
needs of each customer. Salesmen, 


armed with logical arguments on in- 


creased efficiency in distribution, can 
obtain pretty accurate information 


on the supply needs of most custom- 


ers. A suggested form (Product 
Application Chart for Users) for 
such compilation is shown on page 
5. The statement tnat such informa- 
tion can be secured is not made with- 
out reason, for several distributors 


Minneapolis. It discovered that many 
customers to whom it was selling 
paint, were not buying paint brushes 
or paint-spraying equipment. 

Each account, whether it is shown 
to be profitable or unprofitable, 
should be investigated in the above 
manner, but particular stress placed 
on those in the unprofitable column 
may be instrumental in moving them 
to the black side of the ledger. 

Planned selling is not complicated 
and offers definite profit possibilities. 
By handling products which are 
applicable to his territory, thus insur- 
ing adequate turn-over, and by sell- 
ing them to every available user, the 
distributor can strengthen his posi- 
tion greatly during the coming year. 

x * x 


Who’s Who 
(Continued from page 14) 

pretty nearly everything that then 
came in the category of industrial 
supplies. This led to his taking a 
position with Fairbanks-Morse and 
Company as manager of its supply 
department. Two years of this, and 
then he went into business for him- 
self, organizing what is now known 
as the Steam Supply and Rubber 
Company, in 1914, taking upon him- 
self the titles of vice-president and 
sales manager. In February, 1922, 
he sold his interest there and estab- 
lished the present firm of Charles H. 
Harden and Company, doing a gen- 
eral industrial supply business. 

Charles H. Harden and Company 
is now considered among the leaders 
in that class of houses in Seattle de- 
voting its energies to the distribution 
of a complete line of industrial or 
mill supplies. Its territory extends as 
far east as Walla Walla, Washington, 
limited on the south by the Oregon 
line. It is of more than an average 
size company for that locality, em- 
ploying seven salesmen. 

Throughout the recent period of 
depression, Mr. Harden has been 
able to keep his whole sales force 
intact. To become separated from 
even one would be like breaking up 
a family. In fact, the organization 
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as a whole, in its attitude toward the 
chief, and the lack of jealousies and 
friction among members makes it ap- 
pear to be a family affair. This is in 
part explained by the fact that the 
“and Company” represents employes 
who are stockholders, not only all 
the salesmen but most of the inside 
members. Most of them have stock, 
which is turned over to them to be 
paid for out of profits. According to 
Harden’s way of thinking, this is far 
better than any form of bonus plan. 
From Robert R. Rossman, who came 
along from the previous company, 
with which Harden was connected, 
right down through the line, most of 
the men have been with him for a 
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rrett-Christie 


To Issue Sixth 





Catalog 


There is no sounder foundation 
for the steady growth of any supply 
business than the issuance of cata- 
logs periodically. Progressive dis- 
tributors are keeping abreast of the 
times and are strengthening their 
position with the trade through up- 
to-date catalogs. 


Believing that the comments of 
Mr. Christie, in signing his order 
for a catalog at this time, would be 
of interest to all distributors, we 
have reproduced Mr. Christie’s let- 
ter for your perusal. Would the 
Barrett-Christie Company hold the 








enviable position that they do today 


number of years. They have no de- if they had never issued a catalog? 


sire to leave for other pastures be- 
cause they have all accumulated a 
very definite financial interest in the 
| company. Salesmen turnover is a 
| problem with which he has never 





HARRY BARRETT 
CM white 


TELEPHONES - FRANKLIN 4731-4732 4799 


BARRETT-GiRISTIE ©. 





had to contend in connection with this 
company. 

Charlie was reluctant to give out 
the photograph which accompanies 
this brief sketch, saying that he never 
had a picture taken yet that looked 
like him. The reason that it is not a 
good likeness is because in real life 
you will scarcely ever find him with- 
| out a smiling expression, whereas, 

when he sits down before a camera 
he says he at once feels like the sober 
tool maker, who has arrived at the 
three dollar and seventy-five cents a 
| day stage and can no longer smile 
| without upsetting his dignity. 
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STEAM SPECIALTIES 
CONSTRUCTION TOOLS 
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November 23rd, 1932 


The Cuneo Catalog Service Company, 
2242 Grove Street 
Chicago, Illinois 





Gent lemen:- 


We have always considered our catalog very 
necessary to our business. We have been in business 
20 years and during this time we have issued five 
catalogs. Our supply of catalog E which you printed 
the latter part of 1929 has been exhausted, and there- 
fore, we are accepting your proposal of November 5th, 
1932, for the sixth issue. 


We would appreciate your pushing the production 
of our catalogs so that we will have them as near after 
the first of the year eas possible. 





Cordially yours, 


oe 2 OV PANY ‘ 


The Cuneo Organization Offers:— 


(1) Sales producing catalogs at most reasonable costs and: convenient terms. 
(2) Thousands of pages of standard merchandise in individual units. 


(3) Artisans of many years of experience in merchandising and compiling 
mill supply, hardware and plumbing lines. 


(4) Minimum of effort on your part during the production of your catalog. 
(5) The resources and facilities of one of the world’s largest printers. 


THE CUNEO CATALOG SERVICE Co. 


CHICAGO 


JGCHRIST1E/R 








In a sales contest on roof coatings held 
recently by the R. C. Duncan Company of 
Minneapolis, Minnesota, Otto Nelson came 
up the home stretch ahead of all others 
to win by a comfortable margin. During 
the contest small toy automobiles on an 
improvised track were used to indicate the 

standing of each salesman. | 
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ALLIGATOR 


STEEL BELT LACING 
5 Q carrying the story of 
ALLIGATOR STEEL 


BELT LACING to the user in 
1932. This is part of our con- 
sistent long-time merchandising 
program. 


publications are 


Sales of Alligator 
Steel Belt Lacing are 
profit sales for the 
jobber and the stock 
turnover is rapid. 


rm 
Ts 


“JUST A — 
HAMMER TO) TAX 
wwe APPLY IT” way 
FLEXIBLE STEEL 
LACING COMPANY 
4633 Lexington Street 
CHICAGO, ILLINOIS 


In England at 135 Finsbury 
Pavement, London, E. C. 2 
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To Distributor Executives: 


When you have gone through this issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 
contains. 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who 
should receive the Magazine. A bill will be sent you later. 


MILL SUPPLIES, 520 N. Michigan Ave., Chicago, Ill. 














This is a nifty idea in truck painting. The 


Industrial Supply Company, Salt Lake 
City, Utah, handles both copper and alu- 
minum paints. So the bodies of their trucks 
are given a beautiful copper sheen and the 
wheels painted with aluminum. When an 
Industrial Supply Company’s truck rolls 
along the street it not only looks like all 
the money in the world but it serves as a 
splendid advertisement for this resourceful 
distributor who is making ingenious use of 
his 0} own products. 





Kirkby Machinery Distributes 
New Lines 

A. J. Kuhr, Kirkby Machinery and 
Supply Company, reports that his 
firm is now distributing products of 
the Stonhard Company and the oils 
and greases manufactured by the 
Keystone Lubricating Company in 
the Toledo, Ohio territory. 

* * * 
A. R. Purdy Dies 

A. R. Purdy, president of the A. 
R. Purdy Company, New York, steel 
jobbers, died at his home at Ruther- 
ford, New Jersey, on October 8. He 
had been in the steel jobbing business 
since 1902. 


* * * 


Letters from Readers 
(Continued from page 26) 


cost of $30,000, the cost per person 
reached would be the insignificant 
sum of 12 cents. Maximum figures 


| are being used here, too. It is very 


likely that a suitable picture could be 
made at a cost even lower than we 
have estimated. 

Distributors who have 
asked the question as to the value 
of such a motion picture from 
their standpoint have immediately 
replied that they could secure from 
10 to 12 showings in their cities. 

Another obvious question which 
comes up is that dealing with the 
type of picture to be produced to 
have the widest appeal to the va- 
rious types of audiences which 
would see it. Above all, the pic- 
ture would have to/be educational 
and entertaining. / Certainly, we 
have at our dispo A enough infor- 
mation to place if the hands of a 
scenario writer to enable him to 
take care of the above mentioned 
factors with no great difficulty. 


been_ 
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STRONG 


New Steel—New Design 


Drop Forged 
WRENCHES 


while others have rested, ARMSTRONG 
WRENCHES have advanced; have de- 
veloped a handier, stronger tool— 
loag bodied, taper-jawed, of a new 
carbon steel and improved. Today 
ARMSTRONG WRENCHES 
offer more in value, more in 
selling features than other 
wrench lines. 





As I view it, this proposed mo- 
| tion picture should not be loaded 
| down with facts and figures, but 
rather should consist of a story so 
| dramatized as to command the in- 
terest of its audience and drive 
home pertinent points. If you toy 
| with this thought awhile, many 
| 
) 












flashes will come to your mind as 
to how influential a picture of this 
kind could be. Every audience to 
see the picture should carry away 
with it a vital impression of the | 
importance of the industrial dis- | 
tributor in our economic system. 
To further enhance the value of 
| such ‘a production, an inexpensive 
but complete booklet could be pro- 
duced using as illustrations in the 
booklet shots from the picture. This 
book could be distributed to attend- 











ing audiences after the showing of | F 1 Li 
the picture, the value of which would | & ines 
be to make the production live in the | These lines need no fill-ins. Types 
‘ x a | in sizes for every need, 1 Quality 
minds of the audience for the months | only—the best that can be made. 
following its showing. | ARMSTRONG Drop Forged WRENCHES 
» ° | Car 1) 
To my mind, such a medium of ENGINEERS WRENCHES 
| sila aii : Rie i dati 15° Angle, Single Head, 
sales promotion has much greater | OFFSET ANGLE WRENCHES 
o@ e ngie 0 e 
| value at the moment than trade |] rain PwRENCHES 
paper space, organized speaking | +34 Angle, a See 
: : HEAVY “S" WRENCHES 
bureaus, or printed literature. 22° Angle, Double Head (Sa.) Buy 
r . : 222° Angle, Double Head (Std.) 
We offer this suggestion to the LIGHT “S” WRENCHES SOUS ben vous 
° °° - ° 222° Double Head Sieily Hons 
Joint Merchandising Committee |] CAR WRENCHES 
r ™ > Reales SET SCREW WRENCHES 
for consideration, firmly believing 2)" Angle, Single. Head 
| that the industry would rally | MACHINE WRENCHES —_ 
around such a program and as a DOUBLE HEAD TOOL POST WRENCHES 
K . Extra Heavy ‘ 
| result build up a needed enthusi- wesstandard. for tet screws Protected Profits 
asm which we are afraid is waning conerauerion wrencnes For over 40 years ARMSTRONG 
P om W. C. Alle sales | STRUCTURAL WRENCHES has maintained its policy of protect- 
at present. . ©. Allen, sales : : ge 
EXTRA LONG WRENCHES ing the prices and profits of its dis- 
| manager, the Black and Decker Flat Handle tributors. ARMSTRONG does not 
- . . 1 H . . 
Manufacturing Company. pin eraweene compete with its dealers. 
sae Severe Nets and aatoun NOES 
. e “ or quare uts an rews e ™!. . 
| for Hexagonal Nuts and Scre Consistent Advertising 
SOCKET WRENCHES WITH OFF-SET HANDLE = ‘ : 
for Square Nuts and Screws Good times or “bad,’”” ARMSTRONG 
| for Hexagon Nuts and Screws ss : 
| advertising carries on. Each year 
(Chrome- Vanadium Steel) more buyers of quality tools know 
comiiieianis wineiehinh the features and advantages of 
| OBSTRUCTION WRENCHES ARMSTRONG WRENCHES. 
TAPPET WRENCHES (2 types) 
| BOX “SOCKET WRENCHES (3. types) S Ili H | 
es 
MINIATURE WRENCHES - elling rielps 
Seaton WHnaeneS Abundant dealer helps are fur- 
| WATER PUMP WRENCHES nished — catalogs, catalog sheets, 
Singly or in Matched Sets circulars, folders, displays, signs 
| in Leatherette Rolls or Steel Cases and stock boards are furnished 
Openings milled to American, U. S., S. without charge. 
| A. E., Whitworth and Metric Standards. . 
Blanks alway in stock for special millings. The Unwritten Guarantee 
ARMSTRONG stands back of its 
dealers and its products. Without 
the reservations or qualifications of 
written “guarantees” it pledges 
; Highest Quality, Complete Satis- 
| faction. 
: “ARMSTRONG BROS. TOOL CO 
Write for T Rese ° 
J. F. Ferguson, salesman for Morehouse Catalogs wade 
+ " ; 
and Wells Company, Decatur, Illinois, 305 N. Francisco Ave., CHICAGO, U.S.A. 
distributors. 
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Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 


Leather Belting Association 


Meeting 
The special meeting of the Ameri- 
can Leather Belting Association, 


which took place at the Hotel Penn- 
sylvania, New York, on October 18, 
was attended by a majority of the 
members of the Association as well 
as several non-member belting manu- 
facturers. The meeting was presided 
over by Edward H. Ball of the Chi- 
cago Belting Company. 

A consistent increase in business 
since the low point in July was re- 
ported by members of the Associa- 
tion. Rehabilitation programs, inaug- 
urated by plants, combined with the 
price advance in leather and leather 
products is apparently spurring re- 
placements of old and worn out ma- 
chinery belting. A better volume of 
business for the balance of this year 
is generally predicted. 

With the advance in hides and 
leather used for the manufacture of 
leather belting it was realized that 
belting costs would be greater and 
that manufactured belting now in the 
stock-rooms would be worth materi- 
ally more as business conditions im- 
prove. It was stated by members 
present that long-time contracts for 
supplying of belting on an advancing 
market were dangerous. 

The appointment of a committee to 
investigate possible participation as a 





Members of American Leather Belting Association at dinner during the meeting of that 
group at the Hotel Pennsylvania, New York City, on October 18. 
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group in the Chicago World’s Fair 
was authorized. Investigation of com- 
bination with the Power Transmis- 
sion Association and the Mechanical 
Power Engineering Associates will 
also be undertaken by the committee. 


* * * 


Master Tire Acquires Quaker 
City 

According to a newspaper report, 
the Master Tire and Rubber Cor- 
poration has announced the acquisi- 
tion, on November 16, of the Quaker 
City Rubber Company of Philadel- 
phia. The Master combination al- 
ready includes Falls Tire and Rubber 
Company at Cuyahoga Falls, Ohio, 
and Giant and Cooper Companies at 
Findlay, Ohio. 

2 * 


Philadelphia Tramrail Appoints 
Distributors 

The Philadelphia Tramrail Com- 
pany, Philadelphia, manufacturers of 
overhead track systems and multirail 
trolleys, announce the recent appoint- 
inent of the following distributors: 
Frick-Reid Supply Corporation, 
Pittsburgh; Sidney B. Roby Com- 
pany, Rochester, New York; Syra- 
cuse Supply Company, Syracuse, 
New York; Troy Belting and Supply 
Company, Troy, New York, and The 
C. S. Mersick and Company, New 
Haven, Connecticut. 








Morse Opens Chicago Branch 

In order to more effectively care 
for the requirements of the users of 
Morse tools, the Morse Twist Drill 
and Machine Company of New Bed- 
ford, Massachusetts, is now carrying 
a complete stock of high speed and 
carbon drills, reamers, taps, dies, and 
milling cutters at 57 West Randolph 
Street, Chicago. 

i 


W. H. Glatt New York Repre- 
sentative for Hettrick 

W. H. “Billy” Glatt, former sales 
manager, Victor Balata and Textile 
Belting Company, has been appointed 
New York resident representative by 
the Hettrick Manufacturing Com- 
pany, Toledo, Ohio, manufacturers 
of canvas belting, according to a re- 
port received from M. J. Wagner, 
manager of the belting department. 


* * * 


C. W. Bellingrodt with Cleveland 
File 

A. A. Murfey, president, Cleveland 
ile Company announces the appoint- 
ment of C. W. Bellingrodt as repre- 
sentative for that company in south- 
eastern Pennsylvania, New Jersey, 
and the District of Columbia. 

Mr. Bellingrodt was, for many 
years, sales manager of the Mc- 
Caffrey File Company. He will make 
his headquarters in Philadelphia. 

x * x 


Goodrich Chemist Honored 


George Oenslager of the B. F. 
Goodrich Company laboratories at 
Akron, Ohio, distinguished chemist 
of the rubber industry, has been 
awarded the Perkin medal for 1933. 
It is given annually for the most val- 
uable work in applied chemistry and 
regarded as one of the highest honors 
which can be bestowed on an Ameri- 
can chemist. Oecenslager’s selection is 
based on the work he has accom- 
plished for the rubber industry on 
organic accelerators as well as other 
chemical research contributions. 
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Perkins Leaves Worthington 

Walter F. Perkins, who has been 
manager of the Harrison, New Jer- 
sey, works of the Worthington ca 
and Machinery Corporation since 
1927, has resigned to become vice- 
president and general manager ‘of 


The Bartlett Hayward Company, | 


Baltimore, where he will assume his 
new duties December 1. Mr. Perkins 
is succeeded as works manager ‘at 
Harrison by Hugh Benet who was 
formerly manager of Worthington’s 
Holyoke, Massachusetts, works. 

From 1914 to 1927 Mr. Perkins 
was associated with The Bartlett Hay- 
ward Company and held the position 
of works manager when he resigned 
to join the Worthington organization. 
He is a native of Baltimore and is a 
graduate of Baltimore Polytechnic 
Institute, 1909, and Lehigh Univer- 
sity, 1913. 


* * * 


Orders Actually Increasing 

A. P. James, Pacific Coast man- 
ager of the Bunting Brass and 
3ronze Company, has something to 
report besides a “better feeling” 
among the trade. As of November 
tenth, he says that actual orders re- 
ceived from manufacturers of ma- 
chinery, for bearings and bushings, 
had been greater in the last 60 days 
than in the six months previous to 
that. About the same ratio held good 
in those lines sold through distribu- 
tors. Furthermore, in the last 30 
days, inquiries had exceeded in num- 


AS Te 


ber those in all the other months of | 


this year put together. 


Without mentioning any names, he | 
told of a large hardware company 


whose manager had told him that if 
by some stroke of Providence they 
were at once put back into a market 
such as they had before the depres- 


sion had assumed its worst form, | 


they would have to put in orders for 
immediate delivery for at feast 200 
carloads of merchandise. 


* * * 


Falk Makes New Appointments 


The Falk Corporation, Milwaukee, | 


Wisconsin, manufacturers of power 
transmission equipment, announces 


the appointment of G. J. Sturmfelsz | 
as representative in the Baltimore | 


district, with offices at 1620 East 
32nd Street, and likewise the appoint- 


ment of H. Douglas Stier in the | 


Atlanta territory with offices located 
at 101 Marietta Street. 

















UR HOLIDAY 
MESSAGE TO 


YALE 
DISTRIBUTORS 


E approach the end 

of one of the most 
trying years business has 
ever experienced, with a 
realization that the good 
will, loyalty and coopera- 
tion of our distributors are 
even more important to us 
in difficult times than 
when times are good. 

We are proud indeed of 
the splendid dealer organ- 
ization through which 
Yale Hoisting and Con- 
veying Equipment is dis- 
tributed; and we are grati- 
fied in the knowledge of 
how well situated we are 
to make the most of the 
inevitable upswing. 

To every Yale Distribu- 
tor we extend our sincere 
wish for a joyous Christ- 
mas and a Happy and 
Prosperous New Year. 


THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION 


pre? Sales Manager 
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Can You 


Answer 
These 


Questions? 


Here is a real test of your 
knowledge of various mill sup- 
ply items and their applica- 


tions. 


Read over the eight 


questions listed below, and see 
how many of them you can 
answer without reference to 
catalogs or other authorities. 


1. 


Name a type of pump particu- 
larly adapted to handling small 
capacities against relatively 
high pressures. 


Specify a hose that will with- 
stand contact with hot ashes. 


. Mention a type of shear cut- 


ting tool especially efficient at 
airplane salvage and emergency 
work. 


What kind of “furnace” is 
built particularly for use in 
conjunction with cable splicing 
work? 


Name thirteen different file 
shapes. 


What are the various kinds of 
speed reducer construction? 


What is the purpose of using 
both stiff fibre and horsehair in 
certain types of brushes? 


How many different types of 
products carry the trade name, 
“Champion”? 


If you can’t answer these 


questions from memory—you 
can obtain the answers in the 
1932 edition, MILL SUP- 
PLIES CATALOG & DI- 
RECTORY. Here is a veri- 
table “storehouse of informa- 
tion” on the mill supply field 
—-presented in a way best cal- 
culated to serve the industrial 
distributor in his buying ac- 
tivities. 


The 1933 edition is now in 
process of construction. It 
will be issued early next year. 


MILL SUPPLIES 


CATALOG & DIRECTORY 


“The Industrial Distributor’s Buying 


Reference” 


520 N. Michigan Ave. 
Chicago, Iil. 





























| Bard 


| resentative 





E. F. Huot, president, Huot Manufacturing 

Company, St. Paul, Minnesota, and his son 

definitely establish the fact that there were 
some pheasants in Minnesota. 


New England Representatives 
Appointed 

Colwell and McMullin, 944 Park 
Square Building, Boston, Massachu- 
setts, have been appointed New Eng- 
land sales representatives of the 
Philadelphia Tramrail Company, who 
manufacture complete overhead car- 
rier equipment ranging in capacities 
up to ten tons. 

* * * 


Cleveland File Adds Distributors 

The following distributors have 
been recently added by the Cleveland 
File Company, according to a report 
by A. A. Murfey, sales manager: 
Hardware Company, Read- 
ing, Pennsylvania ; Chester Hardware 
Company, Chester, Pennsylvania: 
Kemp Machinery Company, Balti- 
more, Maryland; Phoenix Supply 
Company, Phoenixville, Pennsyl- 
vania. 

> ¢ * 


Elmer E. Stone Dead 


Elmer E. Stone, who until Septem- 
ber, 1931, was a director and general 
purchasing agent for the American 
Steel and Wire Company, died sud- 
denly on November 12. He was born 
in Hockingport, Ohio. After several 
years with the Pennsylvania Railroad 
and the Braddock Wire Company, he 
went to Chicago as general purchas- 
ing agent for the American Steel and 
Wire Company on its formation in 


1898. 


* & @ 


New Swartwout Representative 

John B. Foley, Jr., 510 Hills Build. 
ing, Syracuse, New York, has been 
appointed Syracuse district sales rep- 
for the power plant 
equipment division of The Swart- 
wout Company. 


September Paint Sales Show 
Slight Increase 

Sales of paint, varnish and lacquer 
products continued to show an in- 
crease in September, amounting to 
$16,802,358 as compared with $16,- 
032,441 in August, according to a 
report released by the Bureau of the 
Census. This report is based on Sep- 
tember sales by 588 identical man- 
ufacturers. Industrial paint sales 
amounted to $3,995,477. 


* * * 


1931 Wheelbarrow Production 

The production of wheelbarrows 
during 1931, as revealed by prelimi- 
nary reports issued by the Bureau 
of the Census, reflects the low ebb 
of the construction industry. Total 
value of wheelbarrows manufactured 
was $1,235,476 as compared with 
$3,560,367 for 1929, a decrease of 
65.3%. 


* * * 


Tenth Proximo Discount 

Chemical Markets, in its Septem- 
ber issue, tabulates the results of a 
survey made in the chemical industry 
on the growing use of tenth proximo 
discounts due to the federal tax on 
checks and the one cent added post- 
age. Of 37 replies, received from 
members of the industry, in answer 
to the question “Have you adopted 
this policy?”, 6 were in the affirma- 
tive, 15 replied, “In some cases,” and 
17 replied in the negative. 

* * x 


Sales Eggs in Many Baskets 

An editorial in “Iron Age” points 
out to manufacturers the danger 
of confining the sale of their prod- 
ucts to relatively few industries. 
The story of a manufacturer of cut- 
ting tools is cited as a case in point. 
Investigation showed him that about 
80% of his business was coming 
from one industry. He had the fore- 
sight, in good times, to change this 
situation, and is now enjoying small 
orders from all industries while his 
competitors hold their heads over the 
condition of the one industry on 
which they had specialized. This 
sort of gospel is being preached to 
manufacturers more and more and, 
of course, should prove beneficial to 
industrial distributors, who have a 
ready-made sales organization capa- 
ble of giving coverage in all indus- 
tries. 
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G. M. Sharer 


Link-Belt Appoints New Sales 
Manager 


Announcement is made that Link- 
Belt Company has recently appointed 
George M. Sharer sales manager of 
its eastern division, with headquar- 
ters in Philadelphia. In this capacity, 
he has direct supervision of sales of 
all of the company’s offices in the 
Atlantic Coast states. 

Mr. Sharer is a mechanical engi- 
neer of broad experience, and has 
been connected with Link-Belt in 
Philadelphia in various capacities for 
the past 32 years. 


* %* * 


Benet Worthington Works 
Manager 
The Worthington Pump and Ma- 
chinery Corporation recently an- 
nounced the appointment of Hugh 
3enet as manager of its Harrison, 
New Jersey works. Since 1927, 
when Mr. Benet became associated 
with the Worthington organization, 
he has served as manager of the cor- 
poration’s Holyoke, Massachusetts 
works. 
x * x 


Electric Hoist Orders Increase 

The members of the Electric Hoist 
Manufacturers’ Association report 
that the number of hoists ordered 
during the month of October, 1932, 
increased 4.838% as compared with 
the previous month, and the value of 
such orders increased .703% as com- 
pared with September, 1932. Ship- 
ments were 14.474% smaller in Oc- 
tober than in September. 





Hand-ee Grinder 


Distributors Wanted 
in Open Territories 


New! 








As handy as a file. Saves time of jobs 
where filing would take hours. Grinds 
things that can’t be touched with a file. 
Only electrically-driven tool of its kind 
for light grinding. 


Something new to talk about. Catchy, 
attractive, adaptable. Fits the hand. 
Weighs 1 Ib. Can be demonstrated wher- 
ever there’s a light socket. Operates on 
A.C. or D.C. 110 v. or on 220 v. with 
an adapter. 


Plug in, press the button, and open 
your way to new contacts. Pays for calls 
that would not otherwise be economical. 
Steady volume of reorders for grinding 
wheels. 


EASILY 
DEMONSTRATED 


Just plug Manufacturers representatives and mill 

in and supply jobbers are requested to write us 
for our attractive proposition. 

make the 

sparks M. C. TOOL CO. 

Aly! 112 S. Aberdeen St. Chicago 


CD VONALA tiie oOA0UE AL. 


This ATLAS Lathe at ®7°° 





saveson dep reciation 
saves on power 














Many manufacturing plants are : tween centers, 18”. Swing over bed, 
finding that the ATLAS 9” Screw Complete 9”. Motor bracket built right onto 
Cutting Lathe is a good investment as shown the lathe. Switch integral. In short, 


for them. all the features of a fine tool. 


They are transferring to the ATLAS ey oo . The price does not include the mo- 
large amounts of small lathe work 1 tor, which can be bought separately 
from the large, expensive-to-oper- a or which we will supply for from 


ate lathes. They find that it will $10.00 to $12.50 extra. Price of 
pay for itself in operation within $79.00 includes gears, compound 


six to eight months, on account of i‘ rest, wrenches, etc. — everything 
the great saving in power. less motor shown in the picture except the 
The ATLAS Lathe is a real preci- motor. Only big production makes 
sion instrument. Before shipment it is checked this price possible. Every lathe shipped on 
for accuracy to within .001”. Made of the guarantee of satisfaction or money back. Sold 
finest of materials. Six speeds from 47 R.P.M. on easy terms. 


to 600 R.P.M. V-belt drive. Reverse feed. Cuts 


standard screws 4 to 80 per inch. Capacity be- Write for full information and terms. 


ATLAS PRESS COMPANY cal” Pitcher St. 


lamazoo, Michigan 
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A Steady 
Repeat Item 


Key Graphite Paste has won its 
widespread popularity entirely on 
its merits. Constant sampling has re- 
sulted in a constant increase in sales. 
For samples have proved to users that 
Key Graphite Paste absolutely seals 
joints on all lines carrying oil, high 
pressure steam, acid, etc. 

Key Graphite Paste is a profitable 
item to stock and push. Mail the 
coupon for prices and discounts.” 


ae 
KEY BOILER EQUIPMENT CO.., 


2700 McCasland Ave., E. St. Louis, Ill. & 
Please send prices and distributors’ FF 
discounts on Key Graphite Paste. 
Name 
Firm Name................+. 
Address.......... 
ee 
State 








Group-by-Industries Committees 

Announcement has been made by 
the presidents of the American Sup- 
ply and Machinery Manufacturers’ 
Association, the National Supply and 
Machinery Distributors’ Association 
and the Southern Supply and Ma- 
chinery Distributors’ Association of 
the appointment of permanent group- 
by-industry committees. 

Chairmen, vice-chairmen and sec- 
retaries for each of the eleven indus- 
try groups are listed below: 

Abrasives and grinding wheels: 
Chairman, George H. Halpin, Min- 
nesota Mining and Manufacturing 
Company, St. Paul, Minnesota; vice- 
chairman, J. G. Gilliam, James Sup- 
ply Company, Incorporated; secre- 
tary, R. C. Duncan, R. C. Duncan 
Company. 

Pipe, valves, fittings and steam 
specialties: Chairman, David C. 
Jones, The Lunkenheimer Company ; 
vice-chairman, George Winship, Ful- 
ton Supply Company ; vice-chairman, 
J. H. Fisher, The Fisher Governor 
Company; secretary, P. O. Boylan, 
W. M. Pattison Supply Company. 

Wrenches, open end _ wrenches, 
socket wrenches, adjustable screw 
and monkey wrenches: Chairman, 
Allen Maxwell, J. H. Williams and 
Company; vice-chairman, T. W. 
Lewis, Lewis Supply Company ; sec- 
retary, P. G. Maddock, Maddock 
and Company. 

Precision tools, tool handles and 
chucks: Chairman, Horace Arm- 
strong, Armstrong Brothers Tool 
Company; vice-chairman, David 
Findly, L. S. Starrett Company; 
vice-chairman, J. L. Pitts, Brown- 
Roberts Hardware and Supply Com- 
pany, Ltd.; secretary, W. W. Ethier, 
Western Iron Stores Company. 

Electric tools: Chairman, L. M. 
Knouse, Stanley Electric Tool Com- 
pany; vice-chairman, W. C. Allen, 
Black and Decker Manufacturing 
Company; vice-chairman, E.  B. 
Hunn, The C. S. Mersick and Com- 
pany; secretary, C. A. Dillon, Dillon 
Supply Company. 

Chain and chain hoists: Chairman, 
Donald S. Brisbin, Columbus Mc- 
Kinnon Chain Corporation; vice- 
chairman, F. M. Archer, Sterling- 
Superior Supply Company;  secre- 
tary, A. B. Paull, Beals, McCarthy 
and Rogers, Incorporated. 

Saws and files: Chairman, E. S. 
Norvell, E. C. Atkins and Company ; 
vice-chairman, T. C. Guinee, The 
Riechman Crosby Company; secre- 
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What the well-dressed chain hoist drummer 
looked like in 1912. (Record on request.) 





tary, George M. Bochstahler, Indian- 
apolis Belting and Supply Company. 

Pulleys and Power Transmission 
equipment: Chairman, W. H. Fisher, 
T. B. Wood’s Sons Company ; vice- 
chairman, E. S. Grant, Dodge Manu- 
facturing Corporation; vice-chair- 
man,W. W. French, Moore-Handley 
Hardware Company; secretary, R. E. 
Abbott, Lewis E. Tracy Company. 

Bolts, nuts, rivets, cap and set 
screws: Chairman, J. P. Hoelzel, 
Pittsburgh Screw and Bolt Corpora- 
tion; vice-chairman, H. D. North, 
Ferry Cap and Set Screw Company ; 
vice-chairman, C. K. Gartner, Hib- 
bard, Spencer, Bartlett and Com- 
pany; secretary, C. C. Krueger, San 
Antonio Machine and Supply Com- 
pany. 

Vises and pipe tools, stocks and 
dies, pipe cutters, pipe wrenches, 
chain pipe vises and chain tongs: 
Chairman, P. D. Wright, Reed manu- 
facturing Company; vice-chairman, 
Mark Lyons, McGowin-Lyons Hard- 
ware and Supply Company; secre- 
tary, Wm. T. Todd, Jr., Somers, 
Fitler and Todd Company. 

Small power machinery tools: 
Chairman, Harry J. Blum, Arm- 
strong-Blum Manufacturing Com- 
pany; vice-chairman, C. C. Krueger, 
San Antonio Machine and Supply 
Company ; secretary, Harry Barrett, 
Barrett-Christie Company. 

* *«* * 

Seeks Position as Sales Manager 

Arthur H. Raff, with 30 years’ ex- 
perience in the selling and purchasing 
of supplies, is seeking a position as 
sales manager for a concern the prod- 
ucts of which are sold to industrial 
distributors and railroads. 
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Bonney Displays Weldolets and 
Thredolets at Power Show 


Bonney Forge and Tool Works 
will display weldolets and thredolets 


Efficient PowerTransmission 


Must Combine These Factors 


at booths numbers 487 and 488 at the | 
Power Show in New York City. | 


Several very interesting applications 


showing the adaptability and the | 
method of installation of these weld- | 
ing fittings are shown. Fred Dur- | 


ham, vice-president, and G. Fred 
Sherman, sales manager, will be in 


attendance. 
a 


Davis Engineering Appoints 
Representative 
Davis Engineering Corporation, 
New York City, has just appointed 
Frederick E. Bausch, 1614 Chemical 
Building, St. Louis, the representa- 
tive in that district to handle their 


line of hot water heaters and other | 


specialties. 
* ok x 
Clayton Mark Appoints Kansas 
City Representative 

Clayton Mark and Company, Chi- 
cago, has appointed J. D. Childers as 
its representative for the Southwest 
and Rocky Mountain territories. His 
headquarters will be at 6138 McGee 
Street, Kansas City, Missouri. 


x = * 


S. K. F. to Exhibit at Power Show 


A full range of ball and roller bear- 
ings and pillow blocks will feature 
the exhibit of S. K. F. Industries in 
the New York Power Show, which 
will be held at the Grand Central Pal- 
ace from December 5 to December 10. 

Those in attendance at the S. K. F. 
exhibit will include: R. H. DeMott, 





F. E. Ericson, J. D. Williamson, G. | 


E. Allen, C. A. Decker, J. C. Gayler, | 


W. B. Ashland, H. Wood, C. J. 
Priebe, B. F. Davis and S. A. Miller. 


*k * * 


Leather Belting Production 
Off in 1931 
The Bureau of the Census an- 
nounces that according to a prelimi- 
nary tabulation of data collected in 
the Census of Manufactures in 1932, 
the total value of products of estab- 


lishments engaged primarily in the | 


manufacture of leather belting in the 
United States in 1931 amounted to 
$14,510,951, a decrease of 59.3% as 
compared with $35,631,682, reported 
for 1929, the last preceding year for 
which census figures were compiled. 








each particular belt adapted to special operating conditions com- 
bine all the desirable features of Efficient Power Transmission. 


‘The Chicago Rawhide Mig. Co. 


1287 Elston Avenue 
New York Philadelphia 


MECHAN.ICAL 








FOR 


RESALE 
ONLY. 


Pittsburgh 
LEAT SEE & 


Detroit 




























































Ability to transmit full 
power load with mini- 
mum power loss Flexi- 
bility — to reduce 
machine wear and de- 
terioration to a mini- 
mum and introduce a 
safety factor between 
power source and 
driven unit. 


CHICAGO 
RAWHIDE 
BELTING 


Colonial Oak Tanned 
Vuleanite Krome Tanned 
Krome Oak 

Tritan 


Chieago, Ill. 


Cleveland St. Louis 
PRODUCTS 


Me your packing busi- 
ness YOUR OWN BUS- 
INESS by adopting the Linear 
plan, which gives you the right 
to distribute Linear Products 
under YOUR OWN BRAND 
NAME. 
The efficiency and economy of 
Linear Products tied up with 
your own name will indelibly 
stamp you as an outstanding 
source of packing supply—a 
reputation that will pay you 
well in sales and profits. 
Write today for all the facts 
on the Linear distributor plan. 
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STOP— 
and INVESTIGATE 


In studying the merits of 
your lines, stop when you 
come to Hack Saw Blades, 
and investigate — 


THE 


BARNES 
RED ARROW 
LINE 


Barnes Red Arrow Blades 
form one of those lines which 
will stand on their merits— 
and fit in perfectly with any 
modern profitable distributor 
set-up. Play fair with yourself 
by asking now for all the facts 
about this fine line and the 
distributor plan that backs it. | 


W. O. BARNES CO., INC. 
1297-1309 Terminal Ave. | 
DETROIT, MICH. 


AND LEADING JOBBERS EVERYWHERE | 


WOLVERINE 
Seamless | 


Tubing” 














Copper, Aluminum 
& Brass Tubing 
Up to 3” O.D. 


Brass & Copper Pipe 
Dehydrated Tubing 
Fabricated Tube Parts 
Copper Water Tubing 
Oil Burner Tubing 
Soldering Lugs & Sleeves 
Fin & Condensor Tubes 


Fast Delivery 
from stock 
26 Sules Offices 





SEAMLESS COPPER (2 


1451 Central 
Avenue 








| associated with the 


Organization of Warren Tool 
Corporation 

Announcement has been made that 
the Warren Tool Corporation of 
Warren, Ohio, recently organized by 
the bondholders’ committee of The 
Warren Tool and Forge Company, 
will continue the forged steel hand 


| tool business and the malleable iron 


foundry which the old company has 
operated since 1912. 

Warren Tool Corporation will con- 
centrate its manufacturing and sales 
activities on the one hundred and 
fifty styles and types of forged steel 
hand tools that have been accepted as 
standard through general use, and 
also on the “Devil” line of railroad 
track tools made from special alloy 
steels which the old company intro- 
duced to the industry with such 
marked success in 1922. 





C. L. Schoonover 


C. L. Schoonover, whose success- 
ful operation of the business as agent 
for the bondholders’ committee is a 


| matter of note, will be president and 
| general manager. Mr. Schoonover who 


has had long and successful man- 
ufacturing experience was for fifteen 
years general manager of the Gen- 
eral Fire Extinguisher plant of the 


| Grinnell Company in Warren. How- 


ard C. Mull, widely known through- 


| out railway supply and jobber chan- 


nels will be vice-president in charge 
of sales. Mr. Mull has been closely 
engineering, 
manufacturing and sales divisions of 


| the railroad track tool business since 





Howard C. Mull 


1912. R. E. Gibson will be treas- 
urer, and Thorn Pendleton, secretary 
of the new company. Mr. Schoon- 
over and Paul W. Frum, Cleveland, 
John T. Stewart, Butler, Pennsyl- 
vania, Willard W. Wilson, Cleveland 
and Arthur G. McKee, Cleveland, 
will constitute the board of directors. 
factory and general offices are in 
Warren. The company’s forged steel 
hand tools are sold throughout the 
United States and in many foreign 
countries. 
* * * 


Steel Reinforcing Spiral Simplica- 
tion Accepted 

The division of simplified practice, 
Department of Commerce, announces 
that the revised recommendation on 
steel reinforcing spirals will become 
effective on December 15. Signed 
acceptances have been received from 
a sufficient number of manufacturers, 
distributors, users and others inter- 
ested in the simplification of these 
products to insure a general adoption 
of the program by the industry. 


* * * 


Salesman Available 
William Leitner, 3317 W. Jackson 
Boulevard, Chicago, a salesman with 
over 20 years’ experience in the sup- 
ply field, is seeking a sales connection. 
He has traveled Wisconsin, Chicago 
and part of Illinois and has special- 
ized on transmission equipment, rub- 

ber goods and machine tools. 
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New Texdrive Calcuiator 

A new device, the Texdrive Calcu- 
lator, has been developed by the 
Allis-Chalmers Manufacturing Com- 
pany, Milwaukee. for the purpose of 
simplifying the selection of the 
proper Texrope drive for any instal- 
lation. 


The engineering requirements for 


the drive are familiar. The driven 


machine must run at its maximum | 


speed; the wheels must be just the 
right size to deliver the horsepower 
smoothly, yet small enough to mini- 
mize belt wear; the center distance 
must be as small as possible without 
sacrificing the positive character of 
the drive. But, in the past, consider- 
able engineering knowledge was 
necessary to select a drive to meet 
the above requirements. 

The Texbooks, which contained 
some 150 pages of tabular matter 
from which a drive could be de- 
signed, were a step in the right 
direction. 

The new Texdrive Calculator, 
however, not only contains all of the 
information incorporated in these 
tables but makes the calculations 
which were necessary when the 
tables were used. 

There is no scale reading or setting 
to be done on the calculator. It is 
merely necessary to turn the dial and 
the proper drive appears with the 
catalog number and price. 

* * * 


Goodrich Booklet 

A four-page booklet, “Lubricated 
with Rubber,” has just been issued 
by the B. F. Goodrich Rubber Com- 
pany, Akron, Ohio. The _ booklet 
explains how rubber in a belt acts as 
a lubricant, its elasticity allowing the 
belt plies to slide over each other 
as they whirl over the pulleys. 

* * x 

September Roofing Sales Up 

Monthly shipments of prepared 
roofing, as reported to the Bureau of 
the Census by 40 identical manu- 
facturers who comprise practically 
the entire industry, were 3,100,624 
squares as compared with 2,836,988 
squares for August and 2,596,980 
squares for September, 1931. 

‘se 


1931 Industrial Broom Sales 

The value of industrial brooms 
made in commercial establishments in 
1931 amounted to $890,412 as com- 
pared with $1,540,462 in 1929. 




















































FACTS 


for your customers. 


profits tor you 


SHOW YOUR TRADE 
Why 1 Dart Union Equals 2 


The DART Bronze to Bronze principle 
is two bronze seats, ball joint properly 
ground in, with high grade malleable 
iron pipe ends and nut which assures 
longer and better wear. 


This principle makes DARTS easy to 
sell and easier to get repeat orders. 





TEES—UNIONS—ELLS 
SCREW ED—FLANGED 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 


SELL 


DART U 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 





Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 


.- 
A new, precision tool that grinds and finishes small 


diameter holes accurately and with excellent finish. 
Range .730” to 1.530” and up to 6” in length. 


Removes from .001” to .006” stock per minute with a 
guaranteed accuracy of .00002”; produces a perfect, full- 


bearing surface, free from high spots, free from bell-mouth. 


Typical uses: grinding hydraulic brake cylinders, small 
bushings, small parts for radio sets, valves, ice machines, 
oil distributor blocks — for die work, etc. New appli- 


cations being discovered daily. 





Perhaps some of your custom- 
ers have grinding problems that 
this machine will solve. Write 
us about them and we will be 


| 
| 


glad to tell you whether or not 
this Sunnen Small Hole Grinder 


3 : Write for catalog page and details 
will handle their work. 


of our attractive dealer proposition. 





SUNNEN PRODUCTS CO. - - 7912 Manchester Ave., St. Louis 
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DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 







Order 
one on 


10 DAYS 
FREE 
TRIAL 


The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 
Model No. 


3 Sells for 
$60.00. 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Boston 9, Mass. 
U. S. A. 











Here Are Facts 


Why 


Red Shield’ 
Drills 
Should Be Used 


























Scientific Less 
Con- 
struction breakage 
Less More Less cost 
grinding holes per hole 




















THE STANDARD TOOL (o 
CLEVELAND Washington Bird 





Armstrong Machine Works Pub- 
| lishes New Book on Steam 
| Traps 

| Announcement has just been made 
| by the Armstrong Machine Works, 
| Three Rivers, Michigan, of a new 
| manual on steam trap engineering, 
containing complete information on 
| the Armstrong Inverted Bucket 
Steam Traps. The book is designed 
to be of special benefit and interest 
| wherever steam traps are used, and is 
said to be the most complete treatise 


on this phase of steam engineering 


that has ever been published. 
It is planned that with the aid of 
this book anyone can select the proper 


steam trap for all steam heated units | 
such as cooking kettles, evaporating | 


pans, direct radiation, sterilizers, 
| steam engines, separators, paper 
driers, oil refinery equipment, unit 
heaters, water heaters, rubber vulcan- 
izers, textile machines, etc. In addi- 
| tion to these applications, the book 
| contains a special section on draining 
water from compressed air lines, sep- 
arating different liquids, improving 


| acids and other chemicals. 

Important chapters in the book in- 
clude the following: “Why steam 
traps should be used” which shows 
tables giving the actual dollars cost 
| of various sized steam leaks and the 
effect of entrained air on heating tem- 
peratures; “How to determine size 
of trap required” for medium, high, 
or fluctuating pressures and extra 
large volumes of condensate; “How 
to calculate the rate of condensation” 
in the various types of equipment 


| where steam is used; ‘Condensate 


drainage systems”; and “Insulation 
and maintenance of traps.” Many of 
the facts presented are helpful in the 
selection of other steam equipment 
and make the engineering of such 
much more easily understood. 

* * * 


1931 Pump Production 


equipment in the United States dur- 
| ing 1931 amounted to $75,325,416, 


| 
| The value of pumps and pumping 
| 


| as compared with $144,725,908, re- | 


ported for 1929, a decrease of 48%. 
Production of principal industrial 
pumps was as follows: centrifugal 
pumps, $9,811,733; sewage, sump, 
| and bilge pumps, $1,397,060; direct- 


acting steam reciprocating pumps, 
$3,045,479; other reciprocating 


pumps, $4,031,206; gear-type rotaries, 
| $1,941,665. 


refrigerator systems, and trapping | 


| 1905 


FLEXIBLE SHAFT 
| MACHINES 

| OF QUALITY AND DESIGN 
| 


BUILT IN 
Horizontal and Vertical 
Types 
1/8 to 2H. P. 


SIXTY 
TYPES AND 
SIZES 


Type MSA 
P 


BUILDERS 
OF 


FLEXIBLE 
SHAFTS 
Known the world 
over for their 
Strength and 
Flexibility 





Buy the Best 
It Pays 





CASINGS 
AND 


CORES 
Scientifically 
Constructed 





Manufactured by 


N. A. STRAND & CO. 


5001-09 No. Lincoln St., Chicago 











‘To Distributor Executives: 


'When you have gone through this 
‘issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
‘tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
/pay you hundreds of times over for 
|the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
/sent you later. 


MILL SUPPLIES 


| 
520 N. Michigan Ave., Chicago, Ill. 
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“Robbing Peter 
to Pay Paul’ 


Every distributor’s salesman knows to 
what extent industrial plants have gone, 
during the depression, in “robbing” one 
machine, or other application, of equip- 
ment and supplies for use on another— 
in repairing and patching to an unparal- 
leled degree. Belting is a typical example 
of equipment that has been shifted from 
this place to that and patched up time 
and again. 


This practice will cease soon—is ceasing 
in many plants right today. That means 
unusual opportunities for salesmen who 
are on their toes—and who are selling 

the right line of belting. | 


GENUINE HETTRICK 


Stitched Canvas Belting 
(including the new HETMACO) 


enables the distributor’s organiza- 
tion to do an intelligent, successful 
and profitable selling job, for this 
modern line gives the industrial user 
just what he demands today—the 
utmost in efficiency and economy. 


of the 1932 MILL SUPPLIES 


{ont our Exhibit on Page es | 
CATALOG & DIRECTORY.) 


Write today for complete facts on the Genuine Hettrick 
line and our attractive distributor arrangement. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 


line.. 


that makes 
it possible 
for you to 
concentrate 
sales effort 














Cap Screws | 
Set Screws | 
Coupling Bolts | 
Milled Studs 





The 
Wm. H. Ottemiller Co., 





| which 
| appear upon the 


| Use of Welding in Maintenance | 


Discussed 

The October issue of Oxy-Acety- 
lene Tips, published by the Linde Air 
Products Company, features an ex- 
tensive discussion of the use of oxy- 
acetylene welding in general plant 
maintenance. Many uses are de- 
scribed and illustrated with experi- 
ence stories. 


In addition, the magazine carries 

a convenient table for the identifica- 
tion of various metals. 
ok ok * 


South Bend Booklet 


For those interested in servicing 


| methods and equipment for the com- 
pany-owned automotive maintenance | 


shop, a 16-page booklet just issued 
by the South Bend Lathe Works 
contains some valuable information. 
In addition to describing and pricing 


several sizes and types of a brake 
| drum and general purpose lathe, 
| there are data on servicing brake | 
| drums, wheels and hubs illustrated 


| with many photographs. 


Statement of the Ownership, 
Circulation, Ete., Required by the Act 
of Congress of ‘August 24, 1912, 
of Mill Supplies, published monthly 
for October 1, 1932. 


State of Illinois, County of Cook, ss. 


Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared Archibald M. Mor- 
ris, who, having been duly sworn according to law, 
deposes and says that he is the Business Manager of 
Mill Supplies, and that the following is, to the best of 
his knowledge and belief, a true statement of the owner- 
ship, management (and if a daily paper, the circula- 
tion), ete., of the aforesaid publication for the date 
shown in the above caption, required by the Act of 
August 24, 1912, embodied in section 411, Postal Laws 
and Regulations printed on the reverse of this form, 
to wit 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
Publisher, Electrical Trade Publishing Co., 520 N. 
Michigan Ave., Chicago, Ill.; editor, Albert E. Paxton, 
520 N. Michigan Ave., Chicago. IIl.; 
AlSert E. Paxton, 520 N. Michigan Ave., Chicago, Ill. ; 
business manager, Archibald M. Morris, 520 N. Michi- 
gan Ave., Chicago, Il, 

2. That the owner is: (If owned by a_ corporation, 
its name and address must be stated and also imme 
diately thereunder the names and addresses of stock 
holders owning or holding one per cent or more of 
total amount of stock. If not owned by a corporation, 
the names and addresses of the individual owners must 
be given If owned by a firm. company, or other un 
incorporated concern, its name and 
as those of each individual member, must be given.) 
Electrical Trade Publishing Co., 520 No. Michigan 
Ave., Chicago, Ill.; Edgar Kobak, Jackson gg 
Long Island, New York City; Howard Ehrlich, 520 N 
Michigan Ave.. Chicago, Il. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent or 
more of total amount of bonds,* mortgages, or other 
securities are: (If there are none, so state.) None 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of 
security holders as they appear upon the books of the 
company but also. in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the 


of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs | 
contain statements embracing afflant’s full knowledge 


and belief as to the circumstances and conditions under 
stockholders and security holders who do_ not 
books of the company as trustees, hold 
stock and securities in a capacity other than that of 
a bona fide owner; and this afflant has no reason to 
believe that any other person, association, or corpora- 
tion has any interest direct or indirect in the said 


stock, bonds, or other securities than as so stated by 
him. 

5. That the average number of copies of each issue 
of this publication sold or distributed, through the 


mails or otherwise, to paid 
months preceding the date 
formation is required 


subseribers during the six 
shown above is (This in- 
from daily publications only.) 
ARCHIBALD M. MORRIS 
Sworn to and subscribed before me this 
September, 1932. 
(Seal) Elsie FE, Stover 
(My commission expires Dec. 10, 1933.) 


Certain of the applica- | 
tions are illustrated with photographs. 


Management, | 


at Chicago, Jil, | 


managing editor, | 


address, as well | 


stockholders and | 


name | 


30th day of | 


The MARVEL 
Record 


is your sales 
wedge 

























“More cuts per 
dollar” as claimed 
for Marvel HIGH 
SPEED EDGE 
Hack Saw Blades 
and Hole Saws 
really means a 
great deal to dis- 
tributors’ sales. 
men handling the 
Marvel Lines. 
For Marvel Prod. 
ucts have estab- 
lished a reputa- 
tion for econom- 
ical performance 
that backs this 
strong point to 
the limit, 








Write today for com- 

plete information on how and why you 

can do a big and profitable sales job with 

Marvel HIGH SPEED EDGE Hack Saw Blades and Hole 
ws in your territory. 


| Armstrong-Blum Mfg. Co. 


“The Hack Saw People”’ 
353 N. Francisco Avenue 


CHICAGO, U.S. A. 














The power and dependability 
built into ATLAS Car Movers 
will be especially appreciated 
during these winter months— 
when weather and track con- 
ditions conspire to 
hamper outside op- uN 
erations. 











ATLAS dis- 
tributors can 
drive this point 
home with telling ef- 
fect at every oppor- 
tunity to talk car movers. 





| There are still some industrial districts in 
which ATLAS is not adequately repre- 

| sented. Yours may be one of them. We 
solicit your inquiry. 


| APPLETON 
CAR MOVER COMPANY 
| APPLETON, WIS. 
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INCORPORATED 
O ".7 Catalog describes the 
LOUISVILLE, KY. wr F-7 Cataiog diem 
complete line of Vogt drop forged 
Manufacturers of: Drop Forged Steel Valves and Fittings, Oil Refinery Equipment, steel valves and fittings and will 
Water Tube Boilers, Ice Making and Refrigerating Machinery, Heat Exchangers. be sent to responsible persons 
' upon request. 
New York Chicago Cleveland Philadelphia Dallas Cincinnati Kansas City 





I: liminate Hazards 


Positive control and safety are paramount in hand- 
















ling the liquids and gases of modern industry at 
ever increasing temperatures and pressures. 

Safety is inherent in Vogt drop forged steel valves 
because of the liberal safety factors employed in 
their design and the increased strength and 











ductility resulting from the working of the 
metal under powerful forging hammers. 
Where severe abuse, erosion or corrosion 
are unavoidable any stainless steel or alloy 
can be substituted for carbon steel. 


HENRY VOGT MACHINE CO. 


A Vogt Forged Valve or Fitting for Every Need 


HIDE UNSIGHTLY EXPOSED BOLT END 


Cross Section of Ferry 
Patented Acorn Nut, 
showing how hexagon 
nutfits snuglyinte shell 


WONDERFUL OPPORTUNITY to hide unsightly exposed bolt 
ends by the use of Ferry Patented Acorn Nuts is attracting 

the attention of engineers throughout the country. The neat, grace- 
ful appearance of these Acorn Nuts—their ability to lend a fin- 
ished appearance to the product—is as great as the cost is small. 


THE FERRY STEEL COVERED 
ACORN NUT 


The Ferry Steel Covered Acorn Nut 
has the advantage of permitting paint- 
ing, galvanizing, Parkerizing, Sherard- 
izing, Cadmium-plating, Nickel- 
plating and Chromium-plating, burnish- 
ing, polishing and buffing. 


STEEL 


Size: %" Acrose Flats 
Plain ( For Painting). 
Burnished ( For Plating). 
Burnished, Sherardized and Burnished. 
Burnished, Sherardized and Buffed. 
Burnished, Cadmium Plated and Buffed. 
Burnished, Nickel Plated and Buffed. 
Polished, Sherardized and Buffed. 
Polished, Cadmium Plated and Buffed. 
7 Polished, Nickel Plated and Buffed 
7-C Nickel Chromium Plated and Buffed* 


*NICKEL 


Size: ° 
Plain. 
Nickel Plated—Barrel Plate. 
Polished, Nickel Plated and Buffed. 
> Nickel Chromium Plated and Buffed* 


ts Across Flats 


THE FERRY BRASS COVERED 
ACORN NUT 


The Ferry Brass Covered Acorn Nut 
is recommended where Nickel- plating 
and Chromium- plating on brass is 
desired. It has the non-corrosive 
feature which is a strong advantage. 


THE FERRY STAINLESS STEEL 
COVERED ACORN NUT 
The Ferry Stainless Steel Covered 
Acorn Nut is recommended where no 
plating is desired. It is a stainless steel 
cover all the way through. It is furnished 
with steel or brass hexagon nut insert 

at exceedingly small cost. 


COVERED ACORN NUT 


No. 


Size: 4" Across Flats 
1. Plain { For Painting). 
2 Burnished { For Plating). 
3. Burnished, Sheratdized and Burni- bed. 
4 Burnished, Sherardized and Buffed. 
5. Burnished, Cadmium Plated and Buffea. 
+ Burnished, Nickel Plated and Buffed. 
7- 
7- 
7- 


-4. Polished, Sherardized and Buffed. 

5. Polished, Cadmivm Plated and Buffed. 
6. Polished, Nickel Plated and Buffed. 
6-C Nickel Chromium Plated and Buffed* 


No. Size: '%" Across Flats 

8. Plain [ For Painting). 

9. Burnished ( For Plating). 

10. Burnished, Sherardized and Burnished. 
il. Burnished, Sherardized and Buffed. 

12. Burnished, Cadmium Plated and Buffed. 
13. Burnished, Nickel Plated and Buffed. 
14-11. Polished, Sherardized and Buffed. 
14-12. Polished, Cadmium Plated and Buffed. 
14-13. _ Polished, Nickel Plated and Buffed. 
14-13-C Nickel Chromium Plated and Buffea* 


CHROMIUM PLATED ACORN NUTS are furnished 
Polished, Nickel Plated, Chromium Plated and Buffed. Prices upon request. 


BRASS COVERED ACORN NUT 


No. 

15. Plain. 
16. Nickel Plated—Barrel Plate. 

17. Polished, Nickel Plated and Buffed. 
17-C Nickel Chromium Plated and Buffed* 


Size: %" Across Flats 


Size: '%" Across Flats 

Plain. 

Nickel Plated—Barrel Plate. 
20. Polished, Nickel Plated and Buffed. 
20-C Nickel Chromium Plated and Buffed* 


*NICKEL CHROMIUM PLATED ACORN NUTS are furnished 
Polished, Nickel Plated, Chromium Plated and Buffed. Prices upon request. 


STAINLESS STEEL COVERED ACORN NUT 


Size: %»" Across Flats 
Burnished 

Burnished and Buffed 
Polished and Buffed 


Size: °%*” Across Flats 
Burnished 

Burnished and Buffed 
Polished and Buffed 


TAPPED to ‘," "5" 
USS or SAE 


Steel Insert 


Size: 4%” Across Flats 
Burnished 

B_ Burnished and Buffed 
Polished and Buffed 


Brass Insert 


Size: %” 

Burnished 
B Burnished and Buffed 

Polished and Buffed 


Across Flats 


Size: '5s,” Across Flats 
Bareiched 

Burnished and Buffed 
Polished and Buffed 


Size: 6” Across Flats 


Burnished 
Burnished and Buffed 
Polished and Buffced 





SIZE: %" Acress 
lats 








TAPPED: 4", *%”, 
%". lg" and 5," 
inclusive. 

USS and SAE 
thread. 





TAPPED: ',", 


and "," inclusive. 


2" 


USS and SAE 


aa thread. 
= % 

Tappedas 
desired 


Order by Number and Tapping—Samples and Prices on Request 


THE FERRY CAP & SET SCREW COMPANY 


CLEVELAND, OHIO gv = 





. . , arr 2 nee eT 
aa SU BRK TLE pea , 





